BP1NK  nominiSTRnTion  irstitute 


RDminisTRPiTian 


The  Magazine  of  Bank  Management  February  1987 


Satellite  Communications 
forBanking 


Payment  Systems: 

The  Corporate  Viewpoint 


Returning  to 
Profitable  Ag  Lending 


Who’s  the  ATM  network  leader? 


“The  Plus  System’  network  gave 
us  the  technology  we  needed.” 


“Before  our  expansion  of 
ATMs  into  a  major  conven¬ 
ience  store  chain,  we  had  been 
with  a  competing  shared 
network,”  relates  Ron 
Whiteside,  vice  president  of 
Capitol  Federal  Savings 
of  Denver. 

“We  switched  to  the  Plus 
System*  network  to  take 
advantage  of  their  technology, 
experience  and  customer  base. 
We  also  wanted  to  ensure  that 
customer  transactions  in  these 
convenience  store  locations 
were  secure.  The  Plus  System* 
network  had  the  security  and 


technology  to  satisfy  our 
requirements. 

“The  fact  that  the  Plus 
System*  network  had  the 
largest  customer  base  and  more 
ATMs  in  quality  locations,” 
cites  Mr.  Whiteside,  “played  a 
major  role  in  our  choice  of  a 
nationally,  and  now  interna¬ 
tionally  shared  ATM  network. 
Our  membership  in  the  Plus 
System*  network  has  proven 
to  be  extremely  beneficial  to 
both  our  association  and  our 
cardholders.” 

Isn’t  it  time  your  financial 
institution  joined  the  Plus 


System*  network — the 
premier  choice  for  inter¬ 
national  ATM  sharing? 

For  complete  information 
regarding  membership,  please 
contact  your  local  Plus 
System*  member,  or  call 
Plus  System,  Inc.  at 
(303)  573-7587. 


’^Plus 


^System 

The  premier  choice. 
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Chances  are,  your  bank  has 
been  exposed  more  than  once  to 
“bond  service.” 

It’s  transaction-oriented 
service  from  people  who  know 
bonds,  not  banks.  So  the  advice 
you  get  too  often  goes  no 
further  than  offerings  and  oc¬ 
casional  bids. 

Bond  service  is  not  what 
L.  F.  Rothschild,  Unterberg, 
Tbwbin  provides.  Our  specialty 
is  BANK  SERVICE.®  Over  25 
years  of  service  that  combines 
intimate  knowledge  of  bonds 
with  in-depth  understanding  of 

BANK  SERVICE  views 
your  portfolio  in  the  same  light 
as  you  do:  As  a  crucial  com¬ 
ponent  of  your  bank’s  overall 
position.  Not  as  an  independent 
entity. 


That’s  why  before  we  make 
a  recommendation  we  conduct  a 
thorough  study  of  your  bank. 
Then  our  BANK  SERVICE 
committee  meets  to  discuss  the 
Bank  Report  we’ve  prepared 
specifically  for  you. 

The  recommendations 
from  the  committee  are  tailored 
to  your  bank’s  present  position 
and  future  objectives  in  a  chang¬ 
ing  marketplace. 

Our  PMS  system  can  help 
you  monitor  and  manage 
your  portfolio.  We’ll  introduce 
you  to  our  Fixed  Income  Com- 


uter  Service,  our  investment 
anking  group,  our  fixed  income 
research,  send  you  our  news¬ 
letter  and  invite  you  to  appro¬ 
priate  seminars  that  we  host  in 
your  area. 

All  these  services  are  de¬ 
signed  for  one  goal:  Tb  help  you 
achieve  your  bank’s  overall 
aims  in  a  way  no  mere  bond 
service  can. 

So,  while  you  may  be  get¬ 
ting  bond  service,  what  you 
really  need  is  BAl^  SERVICE. 
Call  Mark  Rosen,  Principal,  at 
(212)412-2600. 


IB _ 

L  F.  ROTHSCHILD,  UNTERBERG.TOWBIN.  INC. 

BANK  SERVICE® 
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24  SatcllK*  Communications  for  Banking 

By  Tom  M.  Shimabukuro,  GTE  Spacenet  Ckjrporation 

Satellite  technology  can  be  used  to  meet  the  banking  industry's  communications  needs. 
The  author  describes  how. 


28  Evaluating  Bank  Softwara  Options 

By  Lyle  F.  Herrmann,  Jr.,  Oeloitte  Haskins  &  Sells 

A  wide  variety  of  software  is  available  for  banking  applications.  Here  are  guidelines  on 
assessing  your  bank’s  software  needs  and  measuring  different  software  options  against 
those  needs. 


32  Tha  Natwork  Approach  to  VIdao  Banking 

By  Richard  H.  Urban,  CoreStates  Financial  Corp 

Video  banking  fits  well  into  the  natural  evolution  of  EFT  networks,  and  this  approach  may 
yield  the  most  promising  results. 


36  Ratuming  to  Profitable  Ag  Landing 

By  W.  H.  Shirley,  The  Delta  Financial  Group 

Agricultural  banking  used  to  be  profitable  and  enjoyable . . .  and  it  can  be  again.  This 
article  provides  a  strategy. 


40  Whara  Thera's  a  Talaphona,  Now  There's  a  Bank 

By  Mark  A.  Rieman,  Smartline  Corporation 

Thanks  to  breakthroughs  in  computer  technology  and  programming,  telephone  banking 
can  be  a  practical,  profitable  and  cost-effective  adjunct  to  a  bank's  telemarketing 
function. 


44  Environmental  Law:  An  Emerging  Threat  to  Financial 
Institutions 

By  Jack  D.  Shumate,  Butzel  Long  Gust  Klein  &  Van  Zile 
Mortgage  lenders  can  find  themselves  named  in  actions  brought  against  property 
owners  by  federal  and  state  environmental  protection  agencies.  Here  are  some  ways  to 
reduce  your  bank's  potential  exposure. 
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their  mutual  needs. 
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Over  three  quarters 
of  America’s 

top  200  financial  institutions 
are  sold  on  UCCEL. 


You  don  (  yet  to  be  one  of  Aineriea's  top  linaneial 
institutions  by  aeeitlent. 

>()u  yet  there  by  selliny. 

So  when  you  ehoose  softv\are  to  help  you  sell,  you  don't 
leave  that  to  ehanee.  either. 

You  ehoose  I  (X'liL's  INFOPOINT^  Series. 
rCCHl.  has  desiyned  eaeh  INf-OPOIN'f  produet  to  make 
you  more  eompetitive.  In  Deposits.  IVansaetion.  Customer. 

Loans  and  Linaneial  Manayement. 

VV  ith  IN[  ()IX)IN  .I.  you've  yot  the  produets  to  help  you  sell 
today.  And  the  llexibility  to  ereate  the  produets  that  will  help  you 
sell  tomorrow. 

Over  7.SC  ol  .Ameriea  s  top  200  linaneial  in.stitutions  are  sold  on 
LCCliL.  K)  join  them,  eall  L.SOO-L'CC-1224. 

\i>u'll  he  sold  on  L'CCLd,,  too. 

THE  MORE  THE  MORE  YOU  SEa. 
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. . .  Hear  industry  authorities 
expiain  the  ieading  issues,  trends 
and  research. 

...  See  state-of-the-art  item 
pmcessing  technology. 

. . .  Meet  and  exchange  ideas  with 
check  processing  experts  from 
across  the  country. 

Checkout  the  best!  To  register, 
call  the  BAI  Customer  Service 
Center  at 800-323-8552.  In 
Illinois,  call 800-942-8861. 
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When  you  start  with  Bell  &  Howell 
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By  the  21st  century,  American  businesses  will  process 
over  200  billion  documents  and  mailings  per  year. 

And  one  company  will  provide  die  capabilities,  extra 
efficiency  and  speed  needed  to  keep  operations  going. 
Bell  &  Howell,  Aimrica’s  leading  document  and  mail 
processing  systems  supplier.  ^ ' 

From  inserting,  weighing  and  sorting  to  internal 
delivery  and  remittance  processing.  Bell  &  Howell  is 
the  only  company  that  offers  a  complete  flection  of 
hig^  volume  processing  systems  for  incoming,  internal 
and  outgoing  mail.  Advanced  systems  that  speed  your 
cash  and  information  flow.  Integrated  systems  that  let 
you  take  advantage  of  significant  postal  discounts. 
Intelligent  systems  that  make  your  data  processing 
center  more  efficient.  And  flexible  systems  diat  expand 
to  meet  your  growing  processing  needs.  _  .  ;X- 


Of  course,  there  are  other  reasons  for  you  to  start 
and  stay  with  Bell  &  Howell.  Like  our  highly  responsive  .':0^ 
national  service  network.  Our  dedication  to  quality  and 
depth  of  experience.  And  our  determination  to  provide 
our  customers  with  the  latest  breakthroughs  in  cost- 
effective  technology.  ,. 

Now  let  Bell  &  Howell  take  your  document  -  '-0.. 
and  mail  operation  to  the  limit.  Write  Janie  Lewis, 

Bell  &  Howell  Company,  Business  Equipment  Group,  t. 
6800  McCormick  Road,  Chicago,  IL  60645-2797.  . 

Or  call  (312)  675-7600.  . , .  • :  .V.:.: 
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THE 

FIRST 

OPEN  PLATFORM 
FOR 

BRANCH 

AUTOMATION 
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In  today’s  fast-paced,  com¬ 
petitive  market,  you  need  a  branch 
automation  system  with  the  flexi¬ 
bility  to  handle  change  and  to 
protect  your  organization  against 
obsolescence. 

You  need  the  Financial  Tower" 
Branch  Automation  System 
from  NCR. 

We  call  our  system  an  open 
platform  because  it’s  built  around 
industi^-standard  architecture, 
so  it  will  accept  a  wide  range  of 
peripherals,  software,  and  expan¬ 
sion  options.  From  a  wide  range 
of  suppliers. 

You  can  reconfigure  your 
system  to  meet  your  changing 
requirements.  Expand  hard¬ 
ware  and  software  without  the 
wait.  And  avoid  dependence  on 
any  one  vendor. 

Of  course,  you  buy  a 
branch  automation  system  to 
help  your  customer  service  reps 


sell  more  customers  more 
services  more  easily. 

By  making  complex  financial 
instruments  easier  to  understand, 
our  platform  automation  software 
makes  them  easier  to  sell. 

The  cross-selling  features  of 
the  software  get  the  customer 
involved  with  colorful  displays  and 
instant  analyses  that  clearly  show 
the  benefits  of  a  wide  variety  of 
investment  options. 

The  system  also  reduces 
the  time  it  takes  to  bring  new 
products  to  market  and  stream¬ 
lines  the  process  for  opening 
new  accounts.  That  will  help  make 
your  CSRs  and  branch  managers 
more  productive. 

All  of  which  could  add  a  lot  to 
your  bottom  line. 

For  complete  information  on 
the  Financial  Tower  System,  phone 
1-800-CALL  NCR. 

Our  lines  are  open. 


NfSI  the  FINANCIALTOWER  SYSTEM 

IS]  lEi  THE  OPEN  PLATFORM  FOR  BRANCH  AUTOMATION. 

FINANCIAL  SYSTEMS  DIVISION  USG-2  Dayton,  OH  45479  1-800-CALL  NCR 

Financial  Tower  is  a  trademark  of  NCR  Corporation.  ©  1986  NCR  Corporation.  Specifications  are  subject  to  change. 
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The  Changing  Role  of  the 
Bank  Audit  Committee 


By  James  W.  Haugh 

Partner 

Peat  Marwick,  Mitchell  &  Co. 
Chicago,  Illinois 


Bank  directors  need  little  introduc¬ 
tion  to  the  concept  of  the  audit 
committee;  in  fact,  banking  organi¬ 
zations  had  used  audit  or  examina¬ 
tion  committees  long  before  most 
others  in  the  corporate  world.  The 
audit  committee’s  role  has  evolved 
over  the  years  and  now  can  prob¬ 
ably  be  best  characterized  as  an 
oversight  responsibility.  The  com¬ 
mittee,  in  today’s  banking  struc¬ 
ture,  assists  the  board  of  directors 
in  fulfilling  its  responsibilities  in  the 
areas  of  corporate  governance  and 
accountability  to  help  ensure  that 
shareholder  interests  are  protected. 
In  this  month’s  column.  Gene 
Bradley,  Peat  Marwick’s  Regional 
Bank  Practice  Director  in  the  mid¬ 
west,  shares  his  insights  on  the 
changing  role  of  the  bank  audit 
committee. 

The  pace  of  change  in  the  bank¬ 
ing  industry  has  been  rapid — far 
mor6  rapid  than  most  of  us  pre¬ 
dicted  a  few  years  ago.  With  de¬ 
regulation,  increased  competition 
and  an  uncertain  economy,  bank 
management  must  be  able  to  plan 
effectively,  react  quickly  and  be 
sure  that  the  risk/reward  relation¬ 
ship  is  properly  balanced  to 
achieve  desired  profitability  and  to 
maintain  bank  capital  at  an  ade¬ 
quate  level.  This  changing  en¬ 
vironment  requires  a  different  per¬ 
spective  and  approach  in  assessing 
and  managing  business  risk. 

Coupled  with  the  increased  busi¬ 
ness  risk  in  banking  comes  more 
pressure  from  third  parties  for  the 
board,  the  audit  committee,  the 
internal  auditor  and  the  indepen¬ 
dent  auditor  to  assume  a  more  ac¬ 
tive  oversight  role  in  the  areas  of 
financial  reporting  and  corporate 


controls.  Because  of  recent  highly 
publicized  cases  of  financial  state¬ 
ment  fraud,  the  perceived  lack  of 
timely  recognition  of  asset  quality 
problems  (primarily  in  the  loan 
portfolio)  and  significant  one-time 
surprises  impacting  the  bottom 
line,  bank  regulators,  the  SEC, 
Congress  and  the  investment  com¬ 
munity  are  demanding  that  banking 
organizations  maintain  proper 
controls  to  assure  that  financial 
information  is  fairly  presented  on  a 
timely  basis  and  that  corporate 
controls,  especially  at  the  top  level, 
are  adequate. 

What  are  the  implications  for  the 
bank  audit  committee?  While  the 
committee  is  normally  not  ex¬ 
pected  to  become  involved  in 
day-to-day  operations,  there  will  be 
continuing  pressure  for  the  over¬ 
sight  role  to  be  refined  and  ex¬ 
panded  to  enable  the  committee  to 
effectively  discharge  its  responsi¬ 
bility. 

The  following  includes  some 
general  guidelines  concerning  the 
audit  committee  function,  recog¬ 
nizing  that  the  structure  will  neces¬ 
sarily  vary  between  banking  or¬ 
ganizations;  comments  on  potential 
high-risk  areas  that  will  require 
more  consideration  by  the  audit 
committee;  and  a  discussion  of 
changes  affecting  audit  committees 
that  are  likely  in  view  of  the 
changing  banking  environment. 

Standard  Operating  Procedures 

The  scope  of  committee  ac¬ 
tivities  should  be  defined  at  least  in 
broad  terms  (a  charter)  and  stan¬ 
dard  operating  procedures  and 
policies  established. 

1.  Relationship  to  the  full  board. 
The  responsibilities  and  authority 
of  the  committee  are  derived  from 
those  of  the  board  of  directors.  The 
specific  duties  assigned  to  the 
committee  should  be  sufficiently 
broad  to  enable  the  committee  to 


accomplish  its  objectives  pertain¬ 
ing  to  the  integrity  of  financial  in¬ 
formation  and  internal  controls. 
The  frequency  of  reporting  to  the 
full  board  varies.  It  is  recom¬ 
mended  that  reports  be  submitted 
after  each  audit  committee  meet¬ 
ing,  and  that  reports  contain  all  sig¬ 
nificant  matters  covered  at  the 
meeting. 

2.  Membership  of  the  committee. 
When  appointing  committee  mem¬ 
bers,  the  board  needs  to  consider 
the  following:  (a)  Each  member 
should  possess  sufficient  knowl¬ 
edge  of  the  bank’s  affairs  to  enable 
the  member  to  identify  potential 
problems  and  risk  areas;  (b)  each 
member  need  not  have  a  strong 
background  in  finance  or  auditing 
but  should  have  strong  business 
skills.  It  is  recommended  that  at 
least  one  member  have  some  back¬ 
ground  in  accounting  or  auditing; 
and  (c)  each  member  should 
demonstrate  an  ability  to  ask  prob¬ 
ing  questions  and  to  solve  the 
problems  which  the  committee  is 
likely  to  address. 

Experience  indicates  that  audit 
committees  function  best  with 
three  to  five  members.  The  mem¬ 
bership  should  consist  of  outside 
directors  to  maintain  an  objective 
viewpoint  that  is  essential  to  the 
effectiveness  of  the  committee. 

Considering  the  long-term  nature 
of  the  committee’s  activities, 
membership  continuity  is  impor¬ 
tant  and  members’  terms  should  be 
staggered  to  minimize  the  impact  of 
turnover. 

3.  Meetings.  The  number  of 
meetings  will  vary  with  the  scope 
of  activities.  A  minimum  of  three 
each  year  is  recommended.  The 
frequency  should  be  sufficient  to 
review:  (a)  The  annual  plan  of  the 
internal  and  independent  auditor; 
(b)  the  bank’s  annual  and  quarterly 
financial  statements;  (c)  the  exami¬ 
nation  reports  of  supervisory  au¬ 
thorities;  and  (d)  the  results  of 
examinations  by  the  internal  audit 
function  and  the  independent  au¬ 
ditor,  including  recommendations 

(Continued  on  page  12) 
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regarding  internal  controls  and 
operating  procedures,  along  with 
management’s  response  and  fol¬ 
low-up  to  ensure  necessary  correc¬ 
tive  action  has  been  implemented. 

Minutes  of  each  meeting  should 
be  prepared  in  sufficient  detail  to 
convey  the  substance  of  all  dis¬ 
cussions  held,  in  order  to:  (a) 
Document  the  care  and  diligence 
that  have  been  exercised  by  the 
committee  and  hence  by  the  board; 
(b)  provide  an  effective  means  of 
reporting  committee  activities  to 
the  full  board;  and  (c)  demonstrate 
that  the  responsibilities  of  the 
committee  have  been  properly  dis¬ 
charged. 

Most  audit  committees  request 
that  the  chief  executive  officer  and 
chief  financial  officer  attend  a  por¬ 
tion  of  the  committee  meetings  to 
report  on  significant  matters  falling 
within  the  responsibilities  of  the 
committee.  As  a  matter  of  policy, 
the  audit  committee  should  set 
aside  a  portion  of  at  least  one 
meeting  each  year  (the  meeting 
following  completion  of  the  annual 
audit)  for  a  private  session  with  the 
independent  and  internal  auditor. 

High-Risk  Areas 

High-risk  areas  or  areas  of  em¬ 
phasis  that  will  require  more  con¬ 
sideration  by  the  audit  committee 
in  view  of  the  changing  banking  en¬ 
vironment  need  to  be  assessed 
more  fiequently.  Today,  a  different 
approach  and  perspective  is  re¬ 
quired  in  the  risk  analysis  process. 
Management  has  the  responsibility 
to  assess  and  anticipate  the  risks 
inherent  in  the  organization.  Be¬ 
cause  of  the  potential  financial 
statement  impact,  the  audit  com¬ 
mittee  oversight  responsibility  is  to 
ascertain  that  policies  and  proce-, 
dures  are  in  place  to  ensure  that 
high-risk  areas  are  identified  and 
properiy  controlled. 

High-risk  areas  which  bank  audit 
committees  should  devote  high 
priority  to  include: 

1.  New  and  complex  products 
and  businesses  (including  newly 
acquired  products  and  businesses). 


2.  Increased  business  volume 
and  corresponding  technological 
enhancements. 

3.  Increased  functional  decen¬ 
tralization  when  coupled  with  ex¬ 
pansion  and  growth. 

4.  Compliance  with  new  regu¬ 
latory  and  IRS  mandates  for  more 
extensive  information  reporting 
and  withholding. 

5.  Off-balance  sheet  transac¬ 
tions,  particularly  those  which 
create  contingent  liabilities. 

6.  Changes  in  the  business  en¬ 
vironment  which  increase  credit, 
operating  or  interest  rate  risk. 

In  fulfilling  the  oversight  respon¬ 
sibility,  the  audit  committee  should 
ensure  that  certain  key  questions 
are  addressed: 

1.  Are  the  roles  of  senior  man¬ 
agement,  the  board  and  line  staff 
clearly  defined? 

2.  Do  key  people  in  the  organi¬ 
zation  communicate  early  about 
strategy /business  plans  and  new 
products?  Are  accounting  and  au¬ 
diting  involved  as  new  products  are 
brought  on  board  to  determine  that 
proper  controls  and  accounting 
policies  have  been  implemented? 

3.  With  respect  to  acquisitions, 
is  there  due  diligence  involving  key 
people  who  know  and  can  properly 
assess  the  business  risk?  Does  the 
acquisition  team  include  represen¬ 
tatives  from  the  auditing  and  finan¬ 
cial  areas  and  outside  professionals 
as  considered  necessary?  Are  the 
results  of  the  due  diligence  work 
reported  to  the  board? 

4.  Does  the  internal  auditor  have 
a  risk  assessment/anticipation  pro¬ 
gram  in  the  above  areas  and  is  the 
program  discussed  with  the  audit 
committee? 

Likely  Changes 

Because  of  the  changing  en¬ 
vironment  and  increasing  pressure 
from  third  parties,  it’s  likely  there 
will  be  mandated  changes  which 
will  affect  the  audit  committee. 
These  changes  will  affect  public 
companies  first,  but  will  eventually 
have  an  impact  on  nonpublic  or¬ 


ganizations  and  more  specifically 
on  banks  because  of  the  existing 
regulatory  structure.  The  likely 
changes,  most  of  which  recently 
have  been  suggested  in  the  form  of 
initial  conclusions  by  the  National 
Commission  on  Fraudulent  Finan¬ 
cial  Reporting  (a  commission  es¬ 
tablished  by  the  AICPA  to  study 
reasons  for  management  fraud),  are 
as  follows: 

1.  Mandatory  audit  committees 
for  all  publicly  owned  companies. 

2.  Mandatory  audit  committee 
duties  and  a  requirement  that  all  or 
a  majority  of  audit  committee 
members  be  outside  directors. 

3.  Mandatory  public  reporting  as 
to  the  adequacy  of  internal  controls 
by  management. 

4.  More  audit  committee  visibil¬ 
ity  and  communication  to  the  pub¬ 
lic.  This  may  include  a  separate  re¬ 
port  in  the  annual  report  describing 
the  committee’s  activities. 

5.  All  public  companies  should 
have  a  fraud  risk  assessment  and 
risk  management  program  which 
should  be  reviewed  by  the  audit 
committee. 

6.  All  public  companies  should 
have  an  internal  audit  function. 
This  function  would  not  necessarily 
have  to  be  a  separate  department 
and  could  even  be  completed  by 
the  independent  auditor. 

7.  Internal  auditors  should  have 
more  involvement  in  the  audit  of 
the  financial  reporting  process,  and 
the  head  auditor  should  report  ad¬ 
ministratively  to  a  senior  officer 
who  does  not  have  any  direct  in¬ 
volvement  in  the  preparation  of  fi¬ 
nancial  statements. 

In  summary,  the  oversight  re¬ 
sponsibilities  of  the  audit  commit¬ 
tee  will  undergo  refinement,  some 
change  in  emphasis  and  direction, 
and  increased  visibility.  It  makes 
good  business  sense  for  bank  audit 
committees  to  plan  now  for  adapt¬ 
ing  to  the  changes  which  are  com¬ 
ing.  Planned  response  now  by  your 
bank’s  audit  committee  should  en¬ 
hance  corporate  governance  and  add 
credibility  and  reliability  to  your  fi¬ 
nancial  reporting  proce  ss .  BAI 
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Power  and  reliability. 

The  two  most  important  criteria 
when  selecting  a  funds  man¬ 
agement  system.  And  that’s 
precisely  what  you  get  with 
MTech’s  AGTION2000  Money- 
NET  software  and  the  Tandem 
NonStop  Computer. 

The  fact  is,  no  other  com¬ 
bination  of  hardware  and  soft¬ 
ware  can  offer  a  more  powerful, 
or  more  reliable  solution  for 
funds  transfer  and  money  man¬ 
agement.  And  that,  we  think 
you’ll  agree,  is  a  very  comforting 
thought  indeed. 

AGTION2000MoneyNET 
is  a  highly  int^rated  software 
system  that  gives  financial  insti¬ 
tutions  a  flexible,  paperless, 
real-time  funds  transfer  and 
money  management  capability. 
It’s  backed  by  a  security  sys¬ 
tem  so  thorough,  it  has  set  the 
standard  for  the  industry. 

So  if  you’d  like  to  know 
more  about  the  AGTION2000 
MoneyNET  software,  and 
Tandem  NonStop  Computers, 
or  about  any  erf  the  ACTiON2000 
family  of  software,  call  or  write 
us.  After  all,  there  are  al¬ 
ready  hundreds  of  decision 
makers — just  like  you — that 
are  glad  they  did. 


MTech 

A  Momentum  Company 

ACTICH42000  software  indudes: 

ATM,  switch,  funds  management,  credit  card  software, 
P06,  cash  management,  teOer,  and  card  management . 

101  North  Wacker  Drive 
Suite  400 
Chicago,  IL  60606 
(312)8530725 

Tandem  and  NonStop  are  trademarks  ofTandem 
Computeis  Incorporated. 

ACnaV2000“Moiie)^VEr 

andTuidcmNonStopGomputers. 

Itb  not  only  the  most  Writ*  7  on  R*ad*r  S*rvic*  Card 

powerhil  s^tem  you  can  buy  Irs 
also  the  most  comforting. 
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TOIXaMTIWE 
TO  BUILD  HG  TO 
BUILD  SAFE. 

PRCXXrrS  DESIGNED  TO  MEET 
THE  NEEDS  Of  THE  NEW 
Fl>L\NCL\L  EmOIOSIM^ 


Nobody  knows  better  than  Mosler 
how  to  secure  the  scaled-  down 
branches  or  non-permanent  facilities 
you  may  be  planning.  Mosler  has  the 
insight  to  oner  you  products  designed 
especially  to  meet  these  new  needs. 
Everything  has  been  rethought  except 
the  Mosler  quality. 

Our  new  American  C-100  24-Hour 
Depository,  for  instance,  is  the  first 
with  a  TL- 15  U.L.  Listing.  Our  new 
Mini-Teller  Receiving  Safe  doubles  as 
a  storage  safe  for  cash  and  teller  trays. 
Our  new  American  PAC  1  and  2  Mini- 
Vaults  provide  U.L.  Listed  protection 
on  all  SIX  sides.  And  our  new  Trans- 
Vista  3000  Drive-Up  System  offers 
high;performance  in  a  compact  size. 

Every  one  of  these  new  designs  is 
backed  by  the  full  attention  you  expect 
from  Mosler  in  physical  security  prod¬ 
ucts:  Facilities  planning,  custom 
installation  and,  of  course,  famous 
Mosler  Service  available  anywhere 
at  any  time. 

To  learn  more  about  how  solid 
security  will  fit  into  your  scaled- 
down  plsmning,  call  Mosler  toll-free: 
1-800-543-4584.  Or  write  Mosler, 
Dept.  MC,  1561  Grand  Blvd., 
Hamilton,  OH  45012. 


MOSLER  ATM  SECURTTY 

•  Closed-circuit  television 
surveillance. 

•  Card-access  protection  for  ATM 
lobby. 

•  ATM  safe  and  shunt  alarm 
system. 


;^M0SLER  MODULAR  VAULTS — . 

iXRelocatable  and  expandable  in  any  size 
5  yqu  need. 

’  •  Matching  doors  provide  six-sided  pro- 
‘  tectiop  in  all  U.L.  Listings. 

>  Cost-effective  investment.  May  qualify 
;  for  investihent  tax  credit  and 
I  accelerated  depreciation. 


MOSLER  C-WO” 

24-HciuREeposnarf — 

•  First  depository  with  a  TL- 15 
U.L.  Listing  including  the  full 
face  front. 

•  Exclusive  one-piece  design 
allows  cost-effective  installation. 

•  Superb  retrofit  for  existing 
depositories  in  high-risk  areas. 
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M0SLBRCENTXJKf*22  ALARM  SYSTEM 

•  Programmable  total-facility  alarm. 

•  Stores  and  recalls  up  to  256  events. 

•  Upgrades  to  “smart”  remote  terminal  for 
proprietary  alarm  network. 


MOSLER 

COUNTERSYSTEM 

•  One  source  for  design,  manufac¬ 
ture,  installation,  service, 

•  Counters  and  uridercounter  steel 
in  a  broad  choice  of  standard 

^gnd  Custom  configurations. 
Bullet-resistive  equipment  for 
employee  protection. 


MOSLERSOOO  E«IVE-UP 

WINDCW  System 

•  New  cost-effective  window 
and  Tellerette*  Deal 
Drawer. 

•  Manually  operated,  ^ 

low-maintenance  system. 


MOSLER- - 

TRANS-V1SIA*3000 

DRlVE-lN  SYSTEM 

•  Compact  upsend  drive-in  service 
saves  space. 

•  Economical  choice  for  retrofit 
or  expansion. 

•  High-performance  six- 
pound  payload. 
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Payment  Systems  Focus 


The  Corporate  Viewpoint  on  Whoiesaie 
Payment  ^sterns 


By  Stanley  E.  "Ned"  Mlltko,  Jr. 

Managing  Oireaor 
Bank  Administration  Institute 
Rolling,  Meadows,  Illinois 
At  BAI’s  recent  Money  Transfer/ 
Corporate  Services  Conference, 
several  corporate  cash  managers 
presented  their  expectations  for 
payment  system  services  provided 
by  their  bankers.  One  of  the  man¬ 
agers  listed  several  criteria  for  fu¬ 
ture  development:  the  systems 
should  be  real-time,  electronic,  se¬ 
cure,  based  on  a  universally  ac¬ 
cepted  standard,  low  cost,  flexible, 
and  capable  of  simultaneously 
transmitting  payments  and  related 
transaction  data.  To  a  person  un¬ 
familiar  with  payment  systems  (na¬ 
tional  or  international),  these 
criteria  seem  reasonable  because 
the  technology  currently  exists  to 
build  such  a  system. 

It  is  important  for  wholesale 
bankers  to  understand  the  cir¬ 
cumstances  that  provide  the  im¬ 


petus  for  this  corporate  thinking 
about  their  interface  with  the  pay¬ 
ment  systems.  For  U.S.  corpora¬ 
tions  faced  with  unprecedented 
business  competition  from  abroad, 
there  is  a  significant  challenge  to 
reduce  operating  expenses  and  be¬ 
come  more  efficient.  Some  have 
built  a  case  that  bankers  may  be 
able  to  help  their  corporate  cus¬ 
tomers  streamline  their  treasury 
and  accounting  functions.  Despite 
their  slow  acceptance  in  the  corpo¬ 
rate  marketplace,  treasury  man¬ 
agement  microcomputer  systems 
represent  a  prototype  delivery 
mechanism  for  informational  prod¬ 
ucts  that  would  serve  this  purpose. 

As  future  systems  continue  to  be 
analyzed  in  the  product  develop¬ 
ment  groups  within  wholesale 
banks,  hundreds  of  U.S.  com¬ 
panies  have  begun  to  study  and  im¬ 
plement  electronic  data  inter¬ 
change  (EDI)  systems  with  the  ob¬ 
jectives  of  eliminating  redundant 


data  entry,  improving  customer 
service,  efficiently  managing  in¬ 
ventories,  controlling  cash  flow, 
and  generating  more  working  cap¬ 
ital.  An  ultimate  objective  for  some 
of  these  firms  is  the  creation  of  an 
“electronic  bridge”  that  would 
permit  more  efficient  internal  and 
external  communications. 

Some  corporate  treasurers  are 
convinced  that  overhead  expenses 
can  be  significantly  reduced  by 
tying  together  their  accounts  re¬ 
ceivable  and  accounts  payable 
systems,  and  by  establishing  elec¬ 
tronic  telecommunications  with 
suppliers  and  other  trading 
partners.  Corporate  America 
seems  to  have  a  clear  economic  in¬ 
centive  to  pursue  the  development 
of  EDI  systems  programmed  to 
simultaneously  transmit  supplier 
payments  and  related  transaction 
data.  Indeed,  the  Yankee  Group 
predicts  that  by  1995,  one-third  of 
all  U.S.  business  transactions  will 
involve  EDI  systems. 

Integrating  Corporate  Needs 
with  Bank  Products 

A  major  issue  for  U.S.  wholesale 
banks  is  the  integration  of  their 
market  research  data  concerning 
the  business  needs  of  their  corpo¬ 
rate  customers  with  their  product 
development  efforts  in  designing 
appropriate  products  and  delivery 
mechanisms. 

Some  banks  seem  to  have  a  head 
start  in  understanding  the  EDI 
scenario.  In  October  1986,  General 
Motors  Corporation  formally  an¬ 
nounced  its  decision  to  transmit 
payments  and  trade  information 
electronically  through  a  private 
network  of  eight  banks.  As  an  in¬ 
tegral  part  of  this  arrangement,  it 
was  stated  that  the  security  and 
integrity  of  the  network’s  data 
transmissions  would  be  maintained 
through  the  use  of  encryption  and 


For  BANKERS  and  CORPORATE  CASH  MANAGERS 
LSC  presents  what  you  need  to  know  about 

ACCOUNT  ANALYSIS  PRACTICES 

(a  one  and  a  half  day  workshop) 

March  12-13, 1987 
The  Hershey  Hotel,  Philadelphia 
1395  per  attendee,  1295  each  additional 

LSC  will  present  new  survey  results  and  provide 
proven  methodologies  for  increasing  profitability. 

For  more  information  or  reservations,  call: 
DEBORAH  BECK 
P.O.  Box  6725,  Wayne,  PA  19087 

(800)  345-1245  or  (215)  687-5467  (within  PA) 

TT  Littlewood,  Shain  &  Company 

Consultants  to  Financial  Institutions 
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0\n(iw6  tailor  our  ^em  to  meetyourparticulafneed— 
il^^fthiArieed  is  o^,rm^filmv  optical  (ii^ 

And  we’dtii^  to  work  that  way  with  you.  So... 

Cail  1-80(H^HRJA(  and  m’lf  send  two  specialists  to  analyze 
your  cash  flaw  situation— onus.  ® 

They’ll  spend  a  day  with  yotj^  people,  and  then  they’ll  tell  you  how 
much  a  Bell  &  Hoi^lsykem  can  attribute  to  your  bottom  line. 

It  may  be  a  little.  Hmaybeafot.  Eitherway,youllld^;wmore 
thanyoudonow 

tAnd  we’ll  Imow  whether  it  ma^  sense  to  try  to  s^l you  one 
ofoursystems.  ^ 

RS.  If  you  live  in  Illinois,  call  (312)  676-7900 collect. 
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Payment  Systems  Focus,  continued 


authentication  techniques.  Thus, 
with  the  implementation  of  this 
EDI  system,  several  heretofore 
unfulfllled  criteria  for  the  model 
wholesale  payment  system  will 
have  been  achieved. 

A  corollary  issue  in  the  de¬ 
velopment  of  electronic  data  inter¬ 
change  systems  is  how  they  will 


interface  with  the  existing  payment 
systems,  particularly  the  auto¬ 
mated  clearinghouse  (ACH).  In  the 
same  way  in  which  one  perceives  a 
communications  gap  that  permitted 
the  parallel,  yet  incompatible,  de¬ 
velopment  of  treasury  management 
systems  by  bankers  and  EDI  sys¬ 
tems  by  corporations,  another 


communications  lapse  allowed  the 
parallel,  yet  incompatible,  de¬ 
velopment  of  the  X 12  business  data 
interchange  standard  by  the 
American  National  Standards  In¬ 
stitute  (ANSI)  and  the  Corporate 
Trade  Payment  (CTP)  format  by 
the  National  Automated  Clearing¬ 
house  Association  (NACHA). 

The  failure  to  ensure  total  com¬ 
mitment  to  a  universally  accepted 
electronic  payment  standard  has 
resulted  in  the  emergence  of  a  pri¬ 
vate  payment  system.  Although 
NACHA  has  since  developed  the 
CTX  format  to  bridge  the  gap  of 
two  payment  standards,  it  is  cer¬ 
tainly  unclear  how  future  EDI  sys¬ 
tems  will  evolve. 

As  we  move  forward  in  the  on¬ 
going  development  of  payment 
systems  in  the  United  States,  it  is 
worthwhile  to  consider  two  signifi¬ 
cant  points  developed  from  ob¬ 
serving  past  experiences.  First, 
technology  alone  cannot  dictate  the 
parameters  of  a  payment  system. 
As  one  expert.  Dr.  Horst  J.  Witt, 
pointed  out  at  a  recent  symposium, 
standard  procedural  logic,  disci¬ 
pline,  and  binding  legal  rules  are 
necessary  complements  to  the 
technical  equipment.  Second,  the 
task  of  building  a  coalition  to  im¬ 
plement  important  payment  sys¬ 
tems  changes  is  a  marketing  func¬ 
tion  that  must  not  be  underesti¬ 
mated. 

There  are  two  associated  mar¬ 
keting  elements:  the  market  re¬ 
search  required  to  thoroughly  un¬ 
derstand  the  needs  of  system  users 
and  the  marketing  communication 
required  to  achieve  a  critical  mass 
of  support  for  a  new  venture.  It  is 
encouraging  to  note  that  the  recent 
dialogue  established  among  whole¬ 
sale  payment  system  users  (repre¬ 
sented  by  the  National  Corporate 
Cash  Managers  Association),  pay¬ 
ment  system  operators  (represen¬ 
tatives  of  the  clearinghouses  and 
the  Federal  Reserve  System),  and 
bankers  may  be  leading  to  the  con¬ 
solidation  of  a  coalition  that  will 
ensure  greater  discipline  in  the  fu¬ 
ture.  BAI 
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At  TECO  Technologies,  we’ve  sat  on  your  side  of  the 
desk  develt^ing  and  implementing  the  Hcgan®  integrated 
banking  system.  So  we  understand  the  complexities  of  bank¬ 
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LM]  TECHNOLOGIES,  INC. 

A  TECO  ENERGY  AFFILIATE 


6200  Courmey  Campbell  Causeway 
Suite  950 
lampa,  FL  33607 


Banking  People — 
Providing  Information 
Management  Solutions — 
for  Banking  People. 


For  more  information,  call  (813) 875-6002. 


Writ*  1 1  on  Reodar  Sarvic*  Card 


18 


Like  mai^  other  great  3M  office  products,  this  one 
works  with  a  piece  of  tape. 

A  special  binding  tape  that  allows  your  reports  and 
presentations  to  lie  absolutely  flat  when  opened  up. 
No  holes.  No  ridges.  No  gap  in  the  middle.  Nothing  to 
interfere  with  your  text.  Just  smooth,  undamaged, 
pieces  of  paper,  across  a  barely  visible  seam. 

To  cover  with  “Scotch”  Binding  System  Covers, 
or  no  covers  at  all.  To  photocopy  with  ease.  To  file  or 
stack  neatly,  report  after  report. 

How  do  we  do  it?  Tape,  like  we  said.  And  a  simple 
binding  tape  dispenser  that  attaches  up  to  25  sheets 
of  paper  in  less  than  a  minute. 

Even  if  you’ve  never  used  anything  more  complicated 
than  a  stapler. 


To  see  what  our  new  “Scotch”  Binding  System  can 
do  for  your  professional  image,  use  the  coupon  or  call 
1-800-328-5727  Ext.  31.  (Minnesota  residents,  call 
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Artificial  Intelligence:  What  Bankers 
Should  Know 


By  Terri  C.  Chung 

Principal  Research  Manager 
Operations  and  Techrrology  Group 
Bank  Administration  Institute 
Rolling  Meadows,  Illinois 


Although  much  is  being  written 
about  the  capabilities  and  appli¬ 
cations  of  artificial  intelligence,  few 
people  outside  high-tech  research 
firms  are  aware  of  what  these  sys¬ 
tems  really  are  and  what  they  do. 

The  term  “artificial  intelligence” 
is  generally  applied  to  develop¬ 
ments  in  one  of  three  distinct 
categories:  expert  systems,  natural 
l*<r.guage  interfaces  and  “super 
technology.”  The  third  cate¬ 
gory — a  composite  of  such  highly 
technical  areas  as  robotics  and 
self-programming  computer  sys¬ 
tems — is  best  left  to  computer  ex¬ 
perts  and  academia.  The  first  two 
categories,  however,  represent 
current  technology  that  merits 
banker  interest. 

Expert  Systems 

Expert  systems  are  hardware 
and  software  products  that  can 
reach  conclusions  about  a  problem 
or  situation  by  drawing  on  a  data 
base  that  has  specific  knowledge, 
or  by  simulating  the  question/ 
answer  thought  process  of  an  ex¬ 
pert  in  a  given  field.  For  example,  a 
loan  officer  with  years  of  experi¬ 
ence  and  in-depth  industry  knowl¬ 
edge  effectively  uses  that  knowl¬ 
edge  and  experience  when 
evaluating  a  corporation’s  request 
for  credit.  Obviously,  this  entire 
evaluation  and  thought  process 
cannot  be  reduced  to  an  expert 
system  program,  but  many  of  the 
“what  if’  queries  the  loan  officer 
consistently  makes  when  evaluat¬ 
ing  credit  requests  can  form  the 
basis  of  an  expert  system. 

True  expert  systems  should  not 


be  confused  with  the  computer- 
based  evaluation  tools  that  have 
been  around  for  years.  The  credit 
scoring  models  many  banks  use  for 
credit  cards  and  auto  loans  are 
examples  of  computer  tools,  not 
expert  systems.  These  credit  scor¬ 
ing  models  require  numerical  input 
and  produce  a  number  that  is  then 
evaluated  by  a  human  being  to  de¬ 
termine  just  one  phase  of  the  cred¬ 
itworthiness  of  the  applicant.  Ex¬ 
pert  systems  have  the  ability  to  do 
analogous  “thinking”  that  is  far 
superior  to  these  scoring  models. 

Natural  Language  Interface 

Natural  language  interface  in¬ 
volves  more  sophisticated  technol¬ 
ogy  than  expert  systems  but  is  also 
technology  that  is  available  today. 
This  category  gives  users  the  abil¬ 
ity  to  work  with  a  computer  in  their 
language,  not  an  artificial  computer 
language. 

There  are  two  distinct  appli¬ 
cations  for  this  type  of  interface 
with  a  computer.  The  first  is  verbal 
input  to  word  processing  systems 
rather  than  actual  keystroking. 
This  type  of  application  requires 
the  system  to  discern  between  the 
words  “to,”  “two”  and  “too,” 
and  to  choose  the  correct  spelling 
for  the  context. 

The  second  application  requires 
communication  with  the  computer 
through  a  keyboard,  but  the  lan¬ 
guage  used  can  be  everyday  En¬ 
glish.  For  example,  an  instruction 
might  be  given  to  “find  the  sales 
projections  for  1987”  rather  than 
“open  files,  sort  data,  if  then .  .  ..” 

Again,  these  systems  should  not 
be  confused  with  the  “user- 
friendly”  computer  languages  that 
have  been  around  for  years. 
Though  user-friendly  languages  do 
provide  for  simplified  program¬ 
ming,  computer  language,  logic  and 
format  are  still  required.  The  artifi¬ 


cial  intelligence  developments  that 
have  led  to  natural  language  inter¬ 
faces  are  far  more  complex,  to  en¬ 
able  the  use  of  normal  English. 

Al  and  Banks 

Is  artificial  intelligence  technol¬ 
ogy  something  you  should  be  seri¬ 
ously  considering?  The  answer  is 
both  yes  and  no. 

You  should  know  what  types  of 
AI  systems  are  commercially  avail¬ 
able  for  banks.  Some  applications 
designed  specifically  for  financial 
institutions  include  foreign  ex¬ 
change,  institutional  investment 
management,  letters  of  credit, 
lending  evaluation  and  structuring 
of  commercial  loans.  There  are  also 
customer  inquiry  services  using 
components  of  expert  systems. 
These  products  may  provide  im¬ 
mediate  benefits  today. 

However,  because  AI  technol¬ 
ogy  is  stiU  in  the  developmental 
stages,  the  answer  must  also  be  no. 
While  it  is  important  to  be  aware  of 
progress  in  this  field,  it  is  too  early 
to  tell  what  the  applications  for 
banking  might  be  without  making 
large  investments  in  research  and 
development. 

As  with  any  new  technology, 
there  are  banks  which  are  willing  to 
devote  the  necessary  resources  to 
develop  appropriate  uses  of  that 
technology.  Competitive  advan¬ 
tages  may  come  from  this  commit¬ 
ment  of  resources,  but  for  most  in¬ 
stitutions,  awareness  of  techno¬ 
logical  innovation  is  more  impor¬ 
tant  than  their  immediate  use. 

The  keys  to  success  for  artificial 
intelligence,  like  any  new  technol¬ 
ogy,  are  1)  being  cost-effective  and 
readily  available;  2)  being  given 
appropriate  support;  3)  having 
useful  applications  and  the  appro¬ 
priate  support  for  them;  and  4) 
serving  a  maiket  that  is  willing  to 
invest  in  the  product.  BAI 
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THEAG-6010S 


Panasonic  just  made  a  good  thing  even  better. 
With  the  Panasonic  AG-6010S  you  get  67%  more 
recording  time  than  with  our  earlier  version.  But 
the  best  part  about  the  AG-6010S  is  the  proven 
performance,  reliability  and  features  that  have 
made  Panasonic  a  leader  in  time-lapse  security. 

Four  video  heads  produce 
noise-free  images  at 

any  speed.  A 

You’ve  always  known 

Panasonic  for  quality  time- 

lapse  recording.  The 

AG-6010S  combines  four 

video  heads  with  micro-  . 

processor  circuitry  to  play  back  crisp,  noise- 

free  video  images  in  slow-speed  and  still- 

frame  modes. 

I  Direct-drive  capstan  for  precise 
I  video  recording  and  playback. 


It  offers  precise  head-to-tape  alignment.  And 
there  are  no  belts  or  pulleys  which  may  stretch 
or  deteriorate. 

^  maintains  precise 

the  ACj  6OX0S  has  an 

optimum  tape-guide  positioning. 

Circuit  boards  are  firmly 
secured  in  metal  frames. 


The  AG-6010S  offers 
outstanding  picture 
quality  through  the  use 
of  a  direct-drive  capstan. 


For  more  information,  contact  your  nearest  Panasonic  Closed  Circuit  Video  Equipment  dealer  or  call  your  nearest  regional  office. 
Northeast:  (201)  348-7303  Midwest:  (312)  981-4826  Southeast:  (404)  925-6835  Southwest:  (214)  580-0518  West:  (714)  895-7265 

Panasonic 
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Ifs  not  banking  as  usual  anymore 


Times  were  tough  enough  when  competition 
came  from  banks  alone.  Now  it  seems  that 
everybody’s  getting  into  the  act. 

We  at  IBM  don’t  presume  to  offer  solutions  to 
all  the  problems  of  modem  banking.  What  we 
can  do  is  help  almost  any  bank  or  thrift  become 
more  competitive. 

Know  your  customer. 

Gone  are  the  days  when  the  banker  knew 
every  customer  by  name  and  net  worth. 

Yet,  as  corporate  customers  lower  their 
balances  and  turn  to  non-bank  sources  for 
financing,  the  retail  market  becomes  ever 
more  important. 


The  challenge  is  to  identify  the  most  likely 
retail  prospects.  And  to  know  which  products 
and  services  to  offer. 

Many  bankers  are  meeting  this  challenge 
with  the  IBM  4700  Finance  Communication 
System.  Which  provides  platform  officers  with 
an  up-to-the-second  financial  profile  of  retail 
customers. 

The  4700  can  be  the  beginning  of  a  mean¬ 
ingful  banking  relationship.  And  the  beginning 
of  tme  relationship  banking. 

The  future  belongs  to  the  cost-effective. 

Any  smart  banker  knows  it  isn’t  enough 
merely  to  cut  costs — if  the  result  is  reduced 


►  Ban\o  tosttuwou 

SCOTl,  \HC. 

See  Our  Oisplav 

llA  F\tth  Awe - 655-5290 

^  Banks 


\iW 

\  Private 

\  C\ai 
\  CW 


»ee 

F\r\ar\c\a\  Seryxces 
\n\/estvT\en\:  F\rrr\s 
Stock  Brokers 
\r\surar\ce  Corr\par\\es 
Cred\tUrv\ons 

Sav\ngs  &.  V_oar\s 
RetaWers 


s\  ■■  .  - 

I 


services.  The  question  is  how  to 
deliver  products  and  services  cost-effectively. 
The  answer?  Automated  delivery  systems. 

IBM  offers  a  number  of  such  systems— from 
walk-up  cash  issuers  and  drive-up  automated 
teller  machines  to  sophisticated  Personal  Bank¬ 
ing  Machines  for  in-lobby  and  off-premises 
locations. 

IBM  Banking  Systems.  A  total  solution. 

The  fact  is  IBM  provides  a  full  range  of  prod¬ 
ucts  for  banking.  All  supported  by  specialized 
software  and  service. 

But  of  equal  importance  are  our  marketing 
representatives  who  know  the  business  of  bank¬ 


ing.  And  are  ready  to  help  you  integrate  your 
retail,  administrative  and  back-office  operations 
into  an  efficient  and  responsive  system.  Today, 
rather  than  tomorrow. 

For  more  information  on  our  systems  for 
competing  in  bankings  changing  climate,  con¬ 
tact  your  IBM  marketing  representative.  For 
literature  or  to  have  a  representative  contact 
you,  call  1 800  IBM-2468,  Ext.  247/CA.  Or 
write  IBM,  Dept.  247/CA-DRM,  101  Paragon 
Dr.,  Montvale,  NJ  07645. 

The  IBM  Banking  Systems. 

Because  banking  as  usual  ^ 

doesn't  work  in  unusual  times  S 
like  these.  __  t  = 
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Tom  M.  Shimabukuro 

Director  of  Systems  Planning  and 
Analysis 

GTE  Spacenet  Corporation 
McLean,  Virginia 


The  telecommunications 
business,  like  banking,  is 
undergoing  rapid  changes 
due  to  developments  in 
technology  and  a  very  competitive 
marketplace  in  a  deregulated  envi¬ 
ronment.  Satellites  are  playing  an 
important  role  in  this  process,  and 
they  can  help  banks  by  improving 
performance,  cutting  costs,  pro¬ 
viding  flexibility,  tightening  data 
controls  and  preparing  the  way  for 
quickly  introducing  new  banking 
services. 

Coupled  with  developments  in 
computer  technology,  satellite 


technology  promises  revolutionary 
changes  a  lot  sooner  than  many  ex¬ 
pect.  The  purpose  of  this  article  is 
to  take  the  mystery  out  of  satellite 
communications  and  to  explain 
how  satellites  can  be  used  to  meet 
the  banking  industry's  communi¬ 
cations  needs. 

Networks  and  Applications 

Satellite  networking  specialists, 
in  examining  network  require¬ 
ments,  usually  consider  tree  net¬ 
works,  mesh  networks  ai.J  star 
networks  (see  Figure  1).  The  tree 
network  is  suitable  for  applications 


EDITOR’S  NOTE;  This  article  was 
adapted  from  a  presentation  by  the 
author  at  BAI’s  recent  ATM9 
Conference. 


where  a  link  as  a  resource  can  be 
shared  by  many  users;  AT&T’s 
backbone  long  distance  facilities 
are  a  good  example  of  this  type  of 
application.  In  a  mesh  network, 
every  point  communicates  with 
every  other  point. 

Satellites,  however,  are  particu¬ 
larly  well-suited  for  applications 
requiring  links  configured  in  a  star 
network.  The  best-known  example 
of  a  star  network  is  the  broadcast¬ 
ing  of  television  signals  from  a 
single  point  to  many  receivers,  but 
a  star  is  also  the  natural  means  for 
broadcasting  data  such  as  that  used 
in  the  financial  community. 

A  satellite  star  network  is  also 
cost-effective  for  many  interactive 
data  applications  where  a  large 
number  of  terminals  at  remote  lo¬ 
cations  are  used  to  conduct  trans¬ 
actions  with  a  host  processor.  If 
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your  bank’s  communications  needs 
include  such  requirements,  you 
should  be  looking  into  satellite 
technology. 

Video  Networks 

Data  and  video  broadcast  satel¬ 
lite  networks  are  already  being 
used  in  many  industries.  Banking 
institutions  may  find  it  practical  to 
implement  video  networks  for  cer¬ 
tain  applications.  For  example, 
some  banks  servicing  a  local  area 
may  be  in  the  process  of  becoming 
regional  entities  with  plans  for 
marketing  innovative  services  to 
consumers.  Encrypted  video  is  an 
ideal  means  for  training  tellers 
about  new  service  arrangements  or 
for  disseminating  information 
quickly  about  unusual  occurrences 
in  the  banking  community. 

A  video  broadcast  satellite  net¬ 
work  can  be  implemented  very 
quickly — faster  than  a  data 
broadcast  network  or  an  interactive 
data  network.  One  insurance  com¬ 
pany  that  decided  to  install  a  video 
network  in  January  1985  had  made 
the  network  operational  by  Feb¬ 
ruary  and  had  a  thousand  receivers 
in  use  by  the  end  of  the  year. 
Moreover,  it  is  possible  to  imple¬ 
ment  a  video  network  flrst  and  add 
other  services  as  additional  re¬ 
quirements  are  defined. 

Data  Broadcast  Networks 

Data  broadcast  networks  are  al¬ 
ready  established  via  satellite  for 
automated  stock  quotation  distri¬ 
bution,  news  wire  broadcast  ser¬ 
vices  and  the  distribution  of  fin¬ 
ished  page  copies  to  printers  for 
publication.  Banks  that  provide  fi¬ 
nancial  or  investment  services  to 
their  customers  would  find  satellite 
data  broadcasts  an  ideal  means  of 
disseminating  information  such  as 
stock  market  and  interest  rate  up¬ 
dates  to  investors. 

Data  broadcast  services  also  can 
be  implemented  relatively  quickly, 
but  it  is  necessary  to  determine  the 
requirements  first.  Most  organiza- 


Figure  1 .  Network 
Topologies. 
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tions  that  broadcast  data  want 
controls  over  which  locations  get 
specific  information.  In  addition, 
they  may  want  to  bill  specific  users 
for  certain  services.  Therefore,  the 
network  must  be  designed  with  a 
system  for  transmitting,  recon¬ 
figuring  and  reporting  rather  than 
be  considered  a  task  of  simply  pur¬ 
chasing  and  assembling  equipment. 

Several  Advantages 

Satellite  networks  offer  several 
advantages  in  star  network  appli¬ 
cations  when  compared  to  net¬ 
works  using  telephone  lines. 
Higher  performance  is  one  such 
advantage;  satellite  links  are  de¬ 
signed  to  have  fewer  than  one  error 
in  10  billion  bits  transmitted,  and 
they  are  also  more  reliable  than 
telephone  lines  that  involve  many 
switches  and  various  means  of 
transmission. 

Satellite  networks  which  service 
several  applications  also  cost  less 
when  viewed  in  terms  of  a  five-year 
or  seven-year  life  cycle.  If  the  user 
chooses  to  purcliase  the  equip¬ 
ment,  initial  capital  requirements 
are  significant  but  affordable  for 
large  institutions.  For  smaller  in¬ 
stitutions,  arrangements  are  avail¬ 
able  for  leasing  service  from  car¬ 
riers  which  provide  hubs.  If  the 
total  communications  cost  at  a 
branch  office  for  all  of  your  appli¬ 
cations  is  more  than  $500  per 
month,  this  leased  service  could 
provide  savings. 

Another  advantage  of  satellite 
networks  is  control.  For  banking 
communications,  you  must  have 
control  over  your  communications 
links  and  know  the  status  of  critical 
communications.  With  private 
satellite  networks,  you  can  exer¬ 
cise  a  much  greater  degree  of  con¬ 
trol  than  with  a  network  consisting 
of  a  large  number  of  land  lines.  You 
can  also  know  the  status  of  your 
lines  simultaneously,  and  you  cem 
reconfigure  the  network  to  meet 
changing  requirements. 

(Continued  on  page  26) 
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Instant,  simultaneous  data 
communications  involving  many 
geographically  dispersed  points  is  a 
normal  part  of  the  information  age. 


A  Hypothetical  Case 

Perhaps  the  best  way  to  under¬ 
stand  the  advantages  of  a  satellite 
network  is  to  provide  a  hypotheti¬ 
cal  example.  Let  us  suppose  that 
ABC  Interstate  Bank  is  a  large 
banking  concern  which  offers  many 
services  directly  to  consumers.  The 
bulk  of  these  services  are  the  teller 
and  ATM  services,  administrative 
banking  services  and  check  pro¬ 
cessing  services.  Host  computer 
systems  in  a  centralized  data  pro¬ 
cessing  center  and  a  secondary 
center  provide  the  support  for 
these  services,  using  hardware  and 
software  from  major  computer 
systems  manufacturers. 

The  requirements  for  the  com¬ 
munications  network  can  be  sum¬ 
marized  as  follows: 

■  Application  (teller  services, 
ATM,  administration,  check  pro¬ 
cessing) 

■  Traffic  levels 

■  Host  system  (IBM  3084  and 
Tandem) 

■  IBM  3725  communications 
controller 

■  User  devices  (IBM  327X  con¬ 
trollers  and  terminals,  ATMs, 
manual  teller  terminals  and  check 
processors) 

■  30  multidrop  lines  (tellers, 
ATMs,  administration) 

■  10  point-to-point  lines  (check 
processing) 

■  150  bank  branch  office  loca¬ 
tions 

At  the  branch  offices,  which  are 
geographically  dispersed,  financial 
and  banking  services  are  currently 
provided  through  standard  and 
specialized  user  terminals  con¬ 
nected  by  terrestrial  lines  to  the 
host  at  the  central  data  processing 
center.  These  land  lines  are  either 
multidrop  or  point-to-point,  de¬ 
pending  on  the  amount  of  traffic 
carried.  The  link  protocols  are  de¬ 
termined  by  the  application  and 
user  terminal. 

ABC  Interstate  Bank  depends 
heavily  on  its  telecommunications 
facilities  to  provide  banking  ser¬ 
vices  at  each  branch  office.  How¬ 


ever,  telecommunications  costs  are 
rising,  quality  of  service  is  not 
uniform  and  network  monitoring 
and  coordination  costs  are  in¬ 
creasing.  Also,  with  new  services 
or  rapid  changes  in  existing  ser¬ 
vices,  a  means  of  getting  informa¬ 
tion  and  training  material  to  em¬ 
ployees  quickly  is  needed. 

Traffic  and  Link  Analyses 

The  first  step  in  designing  an  al¬ 
ternative  satellite  network  is  to 
perform  a  traffic  analysis  to  op¬ 
timize  the  design  and  minimize  the 
cost  while  meeting  the  specified  re¬ 
quirements.  The  key  to  economy  is 
the  sharing  of  transmission  re¬ 
sources,  represented  primarily  by 
the  recurring  cost  of  the  satellite 
transponders  which  send  and  re¬ 
ceive  signals. 

After  this  step,  a  link  analysis  is 
performed  to  determine  the  gains 
and  losses  of  signals  to  and  from 
the  satellite.  This  involves  an  analy¬ 
sis  to  determine  which  transpon¬ 
ders  on  the  satellite  are  best  suited 
for  the  requirements  and  a  deter¬ 
mination  of  the  sizes  of  the  hub 
station  and  remote  earth  stations. 

In  this  case,  it  is  determined  that 
since  ABC  Interstate  Bank  is  ex¬ 
panding  its  coverage  over  the  re¬ 
gion  it  serves,  a  regional  beam  on  a 
satellite  is  appropriate.  Because 
there  are  only  150  branch  offices 
rather  than  the  hundreds  or 
thousands  that  might  be  in  a  larger 
network,  part  of  a  partitioned  hub, 
rather  than  a  complete  hub,  is  se¬ 
lected  for  the  uplink. 


The  Network's  Elements 

The  network  consists  of  a  master 
hub  station  equipped  with  an  an¬ 
tenna;  a  terrestrial  line  linking  the 
equipment  at  the  master  hub  sta¬ 
tion  with  the  ABC  Interstate  Bank 
computer  center;  very  small  aper¬ 
ture  terminals  (VSATs)  at  the  150 
bank  branch  locations;  and  four 
satellite  channels,  three  inbound 
and  one  outbound  (see  Figure  2). 

At  the  master  hub  station,  the 
switch  and  interface  unit  performs 
the  proper  protocol  conversions 
and  switching  suitable  for  satellite 
transmissions.  The  virtual  point- 
to-point  satellite  circuits  from  the 
bank  branch  offices  to  the  master 
hub  station  are  combined  and  con¬ 
verted  by  the  switch  and  interface 
unit  to  emulate  multidrop  lines. 
These  lines  are  then  multiplexed 
onto  a  terrestrial  line  linking  the 
master  hub  station  and  the  ABC 
Interstate  Bank  data  processing 
center. 

The  VSATs  connect  the  branch 
offices  to  the  master  hub  station. 
Responses  to  the  data  sent  by  the 
branch  offices  are  transmitted  by 
the  host  along  the  same  path  but  in 
the  opposite  direction.  The  switch 
and  interface  unit  then  multiplexes 
the  response  data  onto  a  satellite 
channel.  Each  VS  AT  receives  the 
multiplexed  data  and  only  pro¬ 
cesses  the  data  addressed  to  it. 

The  satellite  network  can  be  ex¬ 
panded  as  ABC  Interstate  Bank 
grows  by  simply  adding  more 
VS  AT  terminals  at  new  branch  lo¬ 
cations  and  performing  the  corre- 
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Figure  2.  ABC  Interstate  Bank  Satellite  Network, 
Using  GTE  SfMicenet  Equipment. 
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spending  changes  to  the  software 
and/or  hardware  at  the  master  hub 


Determining  the  Cost 

It  is  difficult  to  present  a  detailed 
cost  of  such  a  system  because  of 
the  many  variables  involved,  but 
let  us  present  a  “safe”  estimate — 
one  that  is  a  little  higher  than  what 
we  have  actually  arrived  at  with  a 
detailed  analysis. 

For  budgeting  purposes,  plan  on 
spending  about  $15,000  per  VS  AT, 
installed,  to  avoid  any  surprises  at 
the  implementing  stage.  A  hub  is 
generally  too  expensive  for  net¬ 
works  with  fewer  than  500  VSATs; 
to  avoid  this  cost,  your  bank  can 
use  a  carrier-owned  hub.  Budget 
for  about  $650  per  month  per  site  if 
you  plan  on  leasing  the  total  service 
from  a  carrier.  Again,  this  is  a 
“safe”  estimate;  most  of  the  spe¬ 
cific  estimates  GTE  Spacenet  has 
made  for  potential  customers  have 
been  less  expensive. 


How  to  Get  Started 

There  are  a  number  of  ways  to 
get  started  with  your  own  satellite 
network.  If  you  have  a  large  com¬ 
munications  staff,  you  may  wish  to 
bundle  the  service  by  evaluating 
several  vendors’  products  and  then 
making  your  own  arrangements  for 
installation,  maintenance,  oper¬ 
ation  and  transponder  capacity.  An 
alternative  would  be  to  lease  the 
total  service  from  carriers  such  as 
AT&T  or  GTE  Spacenet. 

If  you  wish  to  design  your  own 
network,  you  will  want  to  know  the 
vendors,  manufacturers  and  inte¬ 
grators  of  VSATs.  These  include 
such  companies  as  Telcom  Gen¬ 
eral,  Tridom,  Vitalink,  M/A  Com, 
NEC  America,  Comsat  General, 
Harris,  Scientific  Atlanta,  Fujitsu, 
Avantek  and  Microtek  Your  com¬ 
munications  staff  can  evaluate 
these  vendors.  Items  to  review  in¬ 
clude  overall  architecture,  trans¬ 
mission  capacity,  access  tech¬ 
niques,  protocol  handling  capabil¬ 


ity  and  network  control  capability, 
as  well  as  the  cost,  to  find  the  best 
match  for  your  needs. 

You  also  will  want  to  check  the 
servicing  arrangements,  or,  if  you 
want  to  service  the  equipment 
yourself,  the  reliability  and  main¬ 
tainability  of  the  product. 

Finally,  you  will  want  to  check 
the  satellite  transponder  service 
providers,  their  backgrounds,  their 
intentions  for  the  future,  the 
number  of  satellites  and  back-up 
facilities  in  their  plans,  protection 
and  pre-emption  arrangements  and 
the  actual  technical  characteristics 
of  satellite  transponders. 

If  you  do  not  have  a  large  com¬ 
munications  staff,  you  may  simply 
wish  to  lease  end-to-end  service 
from  GTE  Spacenet  or  another 
provider. 

Conclusion 

Satellite  technology  is  now  a 
mature  technology  which  offers 
unique  communications  solutions 
for  solving  various  banking  needs. 
It  is  not  a  panacea,  but  it  can  pro¬ 
vide  certain  types  of  services  which 
cannot  be  provided  easily  with  ter¬ 
restrial  systems. 

We  are  witnessing  a  growing 
role  for  video  generation  in  the  in¬ 
formation  age.  Today,  corporate 
leaders  as  well  as  politicians  must 
understand  the  power  of  com¬ 
municating  to  large  audiences  via 
television.  The  costs  of  com¬ 
municating  in  this  fashion  are  be¬ 
coming  so  attractive  that  it  is  be¬ 
coming  a  normal  part  of  doing 
business,  much  as  computers  have 
become  a  normal  part  of  business 
and  banking. 

Instant,  simultaneous  data  com¬ 
munications  involving  many  geo¬ 
graphically  dispersed  points  is  also 
a  normal  part  of  the  information 
age.  Satellite  networks  can  be  as 
much  a  part  of  the  scene  as  ATMs, 
point-of-sale  terminals,  smart 
credit  cards,  automated  branch  of¬ 
fices  and  electronic  funds  transfer. 
Tomorrow’s  communications  are, 
in  fact,  here  today.  BAI 
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I.  Background 

This  part  of  the  evaluation  de¬ 
scribes  the  background  and  current 
key  aspects  of  the  bank  and  its 
software  and  hardware  environ¬ 
ment.  Emphasis  is  placed  on  gen¬ 
eral  overview  information  and  why 
this  evaluation  is  being  performed. 
Both  strengths  and  weaknesses 
should  be  addressed,  and  all  infor¬ 
mation  should  be  stated  honestly 
and  clearly. 

II.  Assessing  Needs 

This  part  of  the  evaluation  fo¬ 
cuses  on  the  want  versus  need 
issue  and  should  answer  these 
questions:  Why  do  you  need/want 
new  software?  Are  the  needs/ 
weaknesses  really  software  prob¬ 
lems  or  are  they  related  to  opera¬ 
tions,  CIF,  training  or  management 
reporting?  Are  the  features  you 
want  major  changes  or  fine  tun¬ 
ings?  Are  they  important  to  your 
customers?  Are  they  compatible 
with  your  objectives?  Who  really 
wants  new  software — your  cus¬ 
tomers,  operations  department, 
data  processing  staff,  retail  de¬ 
partment  or  corporate  department? 
How  many  of  these  wants  will  new 
software  provide?  Can  you  quan¬ 
tify  the  benefit  of  added  features? 

If  you  reach  the  decision  that  you 
probably  (not  definitely)  need  to 
replace  your  software,  start 
gathering  general  information  re¬ 
garding  prices  (probably  a  wide 
range)  and  characteristics  of  vari- 


major  DDA  software  decision: 

■  It  is  a  large  dollar  investment 
(software  -I-  installation  +  training 
+  possible  new  hardware  =  several 
million  dollars). 

■  It  defines  future  product  of¬ 
fering  capability. 

■  It  impacts  CIF. 

■  It  impacts  almost  every  area 
and  most  employees  of  the  bank. 

■  If  wrong,  you  probably  have 
to  live  with  it  for  a  long  time. 

Just  as  you  wouldn’t  buy  an  ex¬ 
pensive  car  without  comparing 
several  models,  you  shouldn’t  buy 
a  software  system  without  eval¬ 
uating  it  for  current  and  future 
needs  as  well  as  what  will  fit  with 
your  current  hardware/software 
environment. 

Figure  1  presents  an  outline  that 
can  help  you  make  such  an  evalua¬ 
tion  competently  and  confidently. 
Let’s  look  carefully  at  the  elements 
of  each  phase. 


By  Lyl«  F.  Herrmann,  Jr. 

Senior  Manager 
Deloitte  Haskins  &  Sells 
Atlanta,  Georgia 

Has  your  DDA  software 
become  like  your  old 
car — ^run  down,  in  need 
of  constant  repair  or 
modification,  not  at  all  flashy  and 
exciting?  Are  you  getting  pressure 
from  various  departments  within 
the  bank — marketing,  bookkeep¬ 
ing,  the  branches — to  take  the 
plunge  and  buy  something  a  little 
more  updated  and  efficient? 

You  may  realize  that  your 
software  needs  are  changing,  but 
the  old  software,  like  your  old  car, 
still  may  do  the  job  it  is  supposed  to 
do.  And  replacing  the  software 
would  mean  a  major  expenditure 
that  needs  to  be  compared  and 
prioritized  with  other  requests. 

Where  do  you  begin  to  evaluate 
the  need  for  new  software?  Is  now 
the  right  time  to  buy?  How  do  you 
know  what  your  customers  want? 
And  how  do  you  know  if  your  exist¬ 
ing  software  is  okay  or  if  it  can  be 
modified  to  meet  your  needs? 

The  answers  to  these  questions 
can  be  obtained  by  performing  a 
comprehensive  evaluation  tailored 
to  your  customers  and  your  bank. 
Although  such  an  evaluation  can  be 
expensive  and  time-consuming,  a 
mistake  on  such  a  critical  question 
could  be  devastating. 

Think  about  the  importance  of  a 


Figure  1 .  Suggested 
Outline  for  Software 
Evaluation. 
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ous  systems  and  review  this  infor¬ 
mation  with  executive  management 
for  approval  to  proceed  with  the 
evaluation. 

As  you  gather  general  informa¬ 
tion  about  new  software,  remember 
to  consider  the  existing  system  as 
an  alternative  and  weigh  its 
strengths  and  weaknesses  as  if  it 
were  to  be  purchased.  Think  of 
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II.  General  Conditions 


your  existing  data  processing  area 
as  a  potential  vendor.  It  is  possible 
that  with  a  few  modifications,  the 
existing  software  could  meet  many 
of  the  desired  needs. 

III.  Defining  Requirements 

This  part  of  the  evaluation  iden¬ 
tifies  specific  functions  to  be  per¬ 
formed  by  the  software  and  is  the 
most  time-consuming  and  detail- 
oriented  section. 

Many  bank  employees  are  good 
at  saying  what  they  do  not  like 
about  the  existing  software,  but  are 
not  as  good  at  describing  what  they 
do  like.  Information  to  help  define 
software  requirements  can  be  ob¬ 
tained  from  intemai  or  external  re¬ 
search,  questionnaires  and  focus 
groups  directed  at  both  customers 
and  employees,  interviews  at  all 
levels  and  in  all  areas  of  the  bank, 
interviews  with  other  banks,  and 
vendors. 

When  asking  employees  what 
they  want  the  system  to  do,  give 
examples.  You  can  get  good  feed¬ 
back  if  you  offer  specific  choices. 

Once  the  data  gathering  phase  is 
complete,  all  of  your  “wish  list” 
notes  should  be  organized  and 
written  up  in  the  form  of  a  request 
for  proposal  (RFP).  An  RFP  en¬ 
sures  that  software  packages  are 
evaluated  equally,  organizes  the 
evaluation  process,  defines  for  the 
vendor  what  you  need  or  want, 
provides  the  vendor  with  informa¬ 
tion  needed  to  make  a  proposal, 
ensures  that  the  information  neces¬ 
sary  to  make  a  decision  is  obtained, 
and  narrows  alternatives  quickly. 
An  outline  of  an  RFP  is  shown  in 
Figure  2. 

IV.  Defining  Evaluation  Criteria 

Once  you  have  determined  that 
your  software  should  be  replaced 
or  modified  and  you  have  a  general 
go-ahead  from  executive  manage¬ 
ment,  the  next  step  is  to  define  the 
evaluation  criteria.  Basically,  this 
process  prioritizes  your  require¬ 
ments;  it  tells  you  which  factors 
need  to  be  considered  in  selecting 


software  and  what  you  need  to 
know  to  determine  which  software 
vendor  is  best  for  your  institution. 

There  are  two  types  of  criteria: 
rank  and  veto. 

Examples  of  rank  criteria  are  the 
degree  to  which  your  functional  re¬ 
quirements  are  met,  the  ease  of 
system  installation,  user  satisfac¬ 
tion/references,  price,  vendor  sup¬ 
port  and  the  ftnancial  condition  of 
the  vendor. 

Examples  of  veto  criteria  include 
a  proven  system  versus  pioneering 
something  new,  and  essential  func¬ 
tional  requirements. 

Not  all  criteria  are  of  equal 
value,  so  each  category  should  be 
weighted,  as  shown  in  Figure  3. 


V.  Identifying  Vendors 

Appropriate  vendors  can  usually 
be  identified  from  sofware  direc¬ 
tories,  hardware  vendors,  other 
banks,  conferences  and  consul¬ 
tants. 

To  avoid  confusion  and  extra 
work,  the  list  of  potential  vendors 
should  not  exceed  eight  or  10. 
Once  prospective  vendors  have 
been  identifted,  find  out  who  their 
representatives  are.  It  is  best  if  all 
communication  flows  only  between 
the  vendor  representative  and  one 
key  person  at  your  bank. 

Also,  since  you  are  evaluating 
your  own  data  processing  area  as  a 
vendor,  they  also  should  submit  a 
proposal. 

VI.  Evaluating  Proposals 

Because  your  veto  and  rank 
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Figure  4.  Vendor  Evaluation: 
Requirements. 
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Figure  5.  Functional  Requirements  Score. 
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criteria  as  well  as  your  specific 
software  requirements  have  al¬ 
ready  been  defined,  this  part  of  the 
evaluation  process  is  reasonably 
straightforward.  It  is  a  process  of 
matching  your  “must  have”  and 
“wish”  lists  with  what  the  vendor 
offers. 

A  three-pass  evaluation  process 
is  suggested.  The  first  pass  is  a 
general  review  of  each  proposal  to 
eliminate  vendors  that  do  not  meet 
your  vendor  criteria  or  that  are  sig¬ 
nificantly  weaker  than  others.  This 
should  reduce  the  vendor  list  from 
10  to  approximately  six. 

The  second  pass  is  a  detailed 
evaluation  focusing  on  software 
capabilities.  This  is  done  by  listing 
the  various  software  features  de¬ 
sired,  applying  an  “importance”  or 
“weighting”  factor  to  each  feature 
(1-3),  determining  if  that  feature  is 
met  by  the  vendor  (0-2),  and  cal¬ 
culating  a  score.  This  allows  you  to 
quantifiably  compare  vendors  by 
the  degree  to  which  they  meet  your 
software  requirements. 

This  matrix  can  easily  be  set  up 
on  a  personal  computer  to  record 
and  score  each  vendor’s  capabili¬ 
ties  (see  Figure  4).  Use  the  matrix 
to  tabulate  the  score  for  each  fea¬ 
ture  and  the  overall  software  appli¬ 
cation.  If  various  applications  are 
involved,  compare  the  strengths 
and  weaknesses  by  application.  To 
appropriately  compare  appli¬ 
cations,  first  convert  each  raw 
score  to  a  lOO-point  scale.  Also, 
you  may  wish  to  weight  each  appli¬ 
cation  as  follows: 


DDA  30% 

Savings  20% 

CDs  15% 

CIF  25% 

Corporate  Analysis  10% 


100% 

An  example  of  an  “unweighted” 
matrix  is  shown  in  Figure  5.  The 
raw  score  here  as  a  stand-alone 
number  is  not  meaningful.  It  be¬ 
comes  meaningful  only  when  it  is 
used  to  compare  vendors. 

This  second  pass  process  selects 
the  finalists,  normally  two  to  four 
vendors  who  are  superior  in  terms 


of  software  capabilities. 

The  third  pass  focuses  on  all  the 
evaluation  criteria  described  in 
Section  III.  Again,  a  matrix  is  use¬ 
ful  to  compare  such  issues  as  price, 
implementation  and  references. 

The  third  pass  eveiluation  should 
also  investigate  such  issues  as:  1) 
Can  the  new  system  update  appli¬ 
cations  in  the  required  window  or  is 
additional  hardware  required?  2) 
Will  it  integrate  with  existing 
software?  3)  Can  the  system  oper¬ 
ate  on  the  existing  data  base?  and 
4)  How  much  training  is  needed, 
what  is  the  time  frame  and  expense 
of  the  training,  and  how  much  ven¬ 
dor  support  will  you  receive? 

Once  the  finalists  have  been  fully 
evaluated  internally,  an  external 
evaluation  is  appropriate.  You 
need  to  find  out  if  the  software  will 


do  what  the  vendor  says  it  will,  the 
quality  and  quantity  of  vendor  con¬ 
version  and  maintenance  assis¬ 
tance,  and  what  the  general 
strengths  and  weaknesses  are.  This 
can  be  done  by  telephone  surveys 
of  client  references,  asking  your 
contacts  and  making  on-site  visits. 
If  you  do  visit  a  current  user,  make 
certain  it  is  a  comparable  environ¬ 
ment  and  take  a  long  list  of  specific 
questions. 

You  may  wish  to  have  the  final¬ 
ists  make  presentations.  If  so, 
focus  on  content  and  commitment. 

Once  you  have  completed  the 
evaluation,  your  comprehensive 
knowledge  of  the  needs  of  your  in¬ 
stitution  and  the  options  available 
to  fulfill  them  will  result  in  the  best 
possible  decision  about  the 
software  to  be  used.  BAI 
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Good  news:  Sorbus®  now  services  the  big  IBM*  308X  series^ 

So  you  can  enjoy  all  kinds  of  power,  without  enduring  all  kinds  of  trouble. 

It  only  ir^es  sense.  We  already  maintain  more  IBM  equipment 
than  anyone  but  IBM.  And  we  do  it  so  well  that  a  recent  reader  survey 
hy  Data  ComwMMicahbws  judged  us  the  “Best  Service  Organization.” 
Period.  (Our  price/performance  ratio  had  been  the  best  for  years  anyhow.) 

And  now  our  two-  hour  average  response  time,  our  230,000 
part-number  inventory,  and  our  quality  on-site  service  are  all  available 
for  your  308X.  And  for  just  about  any  peripheral  you  might  have  connected 
to  it,  including  StorageTek”  hardware. 

The  bigger  your  mainframe,  the  more  you  need  Sorbus. 

Call  today.  1-800-FOR-INFO. 


Sorbus 

A  Bell  Atlantic''Company 


(» 


50  E.  Swedesford  Road 
Frazer,  PA  19355 


IBM  is  a  registered  trademark  of  International  Business  Machines,  Inc. 

StorageTek  is  a  trademark  of  Storage  Technology  Corporation. 

*Available  in  most  major  metropolitan  areas. 

Writ*  1 5  on  Roador  Sorvico  Card 
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The  Network  Approach 
to  Video  Banking 


By  Richard  H.  Urban 

Vice  President 
CoreStates  Financial  Corp 
Philadelphia,  Pennsylvania 


EDITOR’S  NOTE:  This  article  was 
adapted  from  a  presentation  by  the 
author  and  by  James  L.  Bauer, 
Vice  President  and  Director  of 
Home  Information  Services,  Man¬ 
ufacturers  Hanover  Trust  Com¬ 
pany,  New  York,  at  BAI’s  recent 
ATM9  Conference. 


Retail  bankers  face  a  deliv¬ 
ery  systems  dilemma: 
they  must  have  new 
technology  to  survive, 
but  building  and  operating  on-line 
electronic  banking  services  require 
high  transaction  volumes  to  be 
profitable,  and  consumer  ac¬ 
ceptance  of  these  services — the 
key  to  profitability — has  tradition¬ 
ally  been  unpredictable. 

One  way  a  bank  can  hcJ^e  its 
position  in  accommodating  tech¬ 
nological  advances  is  to  participate 
in  a  network;  regional  EFT  net- 
woiks  have  served  well  in  this  role. 
It  is  our  thesis  that  video  banking 
can  be  made  economically  feasible 
under  this  same  umbrella. 

To  understand  this,  let’s  look  at 
our  own  EFT  network,  the  Money 


Access  Service,  more  commonly 
known  as  MAC.  MAC  was  created 
to  provide  participating  financial 
institutions  with  a  way  to  better 
serve  their  customers  and  reduce 
their  delivery  systems  costs.  It  was 
also  consciously  established  as  a 
foundation  for  subsequent  EFT 
products  such  as  national  ATM 
services,  POS  capabilities  and 
video  banking. 

MAC  has  achieved  many  of 
these  initial  objectives  while  sus¬ 
taining  a  very  healthy  rate  of 
growth.  The  network,  including 
intercept  processors — banks  that 
drive  their  own  ATM  networks  and 
authorize  their  own  transac¬ 
tions — ^boasts  close  to  12  million 
transactions  per  month.  MAC’S 
interchange  rate  of  S3%  is  one  of 
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Figure  1 .  An  Electronic  Network  That  Includes 
Video  Banking. 
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the  highest  in  the  nation;  this 
means  that  more  than  half  of  the 
transactions  are  performed  by  one 
bank’s  customer  on  another  bank’s 
MAC  ATM. 

Shared  network  growth  since  the 
late  1970s  has  been  phenomenal, 
from  fewer  than  a  handful  of  net¬ 
works  at  that  time  to  more  than  150 
today.  Practically  every  region  of 
the  country  is  served  by  at  least 
one  shared  network.  Transaction 
volumes  generated  by  these  net¬ 
works  have  grown  from  less  than 
100  million  in  1980  to  more  than 
one  billion  in  1986,  and  are  forecast 
at  2.5  billion  per  year  by  the  early 
1990s. 

Evolution 

Volume  growth  is  one  aspect  of 
shared  networks’  evolution.  The 
addition  of  services  is  another.  As 
an  example,  let’s  look  at  MAC’S 
evolution  over  the  last  seven  years: 

Phase  1:  Dedicated  network, 
single  authorization  point. 

Phase  2:  Multiple  authorization 
points  added. 

Phase  3:  Regional  and  national 
network  linkage  added. 

Phase  4:  Intercept  processors 
introduced. 

Phase  5:  POS  capability  added. 

Phase  6:  Video  banking  intro¬ 
duced. 

The  products  and  services  added 
in  each  phase  have  been  leveraged 
by  the  services  already  in  place. 
For  example,  video  banking  uses 
the  same  customer  service  and  set¬ 
tlement  functions  as  the  ATM  and 
POS  services. 

Our  plans  are  to  build  on  and 
continue  to  take  advantage  of  this 
leverage.  On  the  retail  side,  for 
example,  a  video  kiosk  can  be 
created  using  the  on-line  feature  of 
video  banking  combined  with  in¬ 
teractive  video.  This  would  make 
for  a  pleasing  product  presentation 
that  is  personalized  with  the  cus¬ 
tomer’s  account  data.  On  the 
wholesale  side,  we  recently  began  a 
national  POS  service;  what  we 


have  done  is  taken  the  POS  service 
that  we  were  seUing  in  the  region 
and  repackaged  it  for  national  dis¬ 
tribution. 

Strategic  Perspective 

Video  banking  is  one  of  the 
newest  retail  products,  but  its  cost 
also  makes  it  one  of  the  most  con¬ 
troversial.  Let’s  take  a  look  at  why 
and  how  we  decided  to  implement 
it. 

The  research  we  have  conducted 
and  other  research  that  we  have 
been  privy  to  convinced  us  that  a 
potential  market  exists  for  video 
banking.  Consumers  rated  it  high¬ 
est  when  asked  to  state  their  pref¬ 
erence  among  home  information 
services.  In  attempting  to  qualify 
our  market  area,  we  looked  at 
households  with  personal  comput¬ 
ers.  A  large  percentage  of  these 
potential  video  banking  customers 
turn  out  to  be  already  established 
on  the  ATM  service.  Our  research 


on  the  receptivity  of  the  small  busi¬ 
ness  market  also  has  been  very  en¬ 
couraging. 

But  why  should  banks  offer  the 
service?  First,  to  attract  and  retain 
early  adopters.  This  segment  of  the 
market  is  ready  for  home  banking 
today,  and  will  help  spread  the 
word  to  others.  Second,  to  consoli¬ 
date  banking  relationships.  Prob¬ 
ably  the  most  important  aspect  in 
the  near  term  is  account  consolida¬ 
tion,  which  can  make  profltable 
bank  customers  even  more  profit¬ 
able  for  participating  MAC  finan¬ 
cial  institutions. 

Other  reasons  include  gaining 
knowledge  and  experience,  po¬ 
sitioning,  and  filling  a  need  among 
small  businesses  to  access  account 
information  and  manage  funds. 
Longer-term  reasons  include  a  re¬ 
duction  in  overall  delivery  cost,  the 
access  to  external  markets  where 
no  physical  presence  exists  and  the 
potential  to  generate  significant  fee 
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Research  has  shown  that  customers 
who  sign  up  for  video  banking  are 
profitable  banidng  customers. 


income  from  a  large  percentage  of 
good  customers. 

From  the  consumer  point  of 
view,  video  banking  adds  value  to 
their  PC  investment,  it  expands  the 
amount  of  banking  information 
available  and  makes  it  immediate 
and  convenient,  it  allows  better  fi¬ 
nancial  controls,  it  improves  com¬ 
munication  with  the  bank,  and 
there  is  enhanced  security  and  pri¬ 
vacy. 

Video  banking  has  both  on-line 
and  off-line  services.  The  on-line 
services — which  mean  the  cus¬ 
tomer’s  personal  computer  is  di¬ 
rectly  connected  to  a  host  com¬ 
puter  via  telephone  lines — include 
balance  inquiry,  transfers  and  bill 
payment,  as  well  as  bank  product 
information  and  rates.  These  are 
being  supplemented  with  off-line 
services,  which  depend  on  the  PC’s 
internal  processing  power  with  no 
connections  to  outside  information 
services. 

The  off-line  services  include  pro¬ 
grams  that  allow  customers  to  do 
financial  modeling;  more  than  30 
different  types  of  financial  calcula¬ 
tions  can  be  made,  covering  sub¬ 
jects  ranging  from  home  financing 
and  IRAs  to  funding  a  child’s  edu¬ 
cation.  There  is  also  a  library  of 
routines  to  handle  such  functions 
as  determining  personal  net  worth 
or  building  an  automated  appoint¬ 
ment  register;  these  routines  can 
also  handle  many  typical  spread 
sheet  applications.  Such  products 
will  form  the  foundation  of  what  we 
envision  growing  into  a  user  soft¬ 
ware  library. 


Product  Assessment 


Will  these  functions  prove  to  be 
the  right  mix?  What  will  be  the 
mode  of  acceptance — personal 
computer,  low-cost  terminal  or  an 
enhanced  telephone  device?  How 
fast  will  this  take  place? 

Frankly,  we  don’t  know  the  an¬ 
swers  to  these  questions,  but  our 
business  plan  is  based  on  a  market 
acceptance  of  3%  to  5%  over  the 
next  three  years.  We  believe  this  is 
conservative  and  realistic.  But 
even  if  we  don’t  achieve  this  pene¬ 
tration,  the  service  is  positioned  so 
that  we  can  be  early  and  still  sur¬ 
vive. 

Why  can  we  say  that?  It  is  be¬ 
cause  of  the  economics  of  shared 
networks  and  of  adding  additional 
services.  With  MAC,  we  distrib¬ 
uted  the  up-front  risk  between  the 
network  operator  and  the  financial 
institution,  and  we  wanted  to  let 
MAC  institutions  share  propor¬ 
tionately  in  the  economies  of  scale 
that  the  network  was  returning 
without  constantly  repricing.  Our 
early  fmancial  models  showed  that 
the  best  way  to  achieve  this  was 
through  tiered  pricing,  which  al¬ 
lowed  each  institution  to  partici¬ 
pate  in  the  ongoing  economies  of 
scale  and,  with  a  broad  base  of  in¬ 
stitutions,  allowed  us  to  make  a 
profit.  Our  pricing  tiers  have  been 
modeled  to  maintain  a  relatively 
constant  net  margin,  returning  the 
difference  to  each  participant  based 
on  its  volume  and  consequent  po¬ 
sition  in  the  tier. 


What  do  the  economies  of  scale 
look  like  for  additional  services? 
Because  of  the  operational  syner¬ 
gies,  where  we  are  able  to  leverage 
existing  functions  such  as  settle¬ 
ment  processing  and  the  network, 
we  have  been  able  to  lower  the 
front-end  risk  to  the  operator  and 
enhance  our  ability  to  better  deal 
with  the  classic  new  market  prob¬ 
lem,  which  is  market  timing.  What 
this  gives  us  is  staying  power,  and 
it  offers  each  participating  bank  a 
significantly  lower  average  cost 
than  it  could  achieve  on  its  own. 

It  is  our  contention  that  the 
front-end  risk  to  the  network  can 
be  significantly  lowered  through 
shared  facilities — ^both  the  existing 
service  functions  and  people — as 
well  as  through  leveraging  our 
video  banking  delivery  vehicle, 
Manufacturers  Hanover  Trust 
Company’s  Excel  system.  It  is  our 
intent  to  pass  along  to  MAC  par¬ 
ticipants  these  same  benefits,  al¬ 
lowing  each  of  them  an  opportunity 
to  enter  the  market  at  a  lower  cost 
per  customer. 

Summary 

Our  research  has  shown  that 
customers  who  sign  up  for  video 
banking  are  profitable  banking 
customers.  The  convenience  and 
control  that  video  banking  affords 
encourages  customers  to  consoli¬ 
date  their  accounts,  hence  making 
them  even  more  profitable  custom¬ 
ers.  The  target  market  is  narrow, 
however,  so  the  number  of  cus¬ 
tomers  any  single  institution  has 
will  be  small. 

At  the  same  time,  video  banking 
fits  well  into  the  natural  evolution 
of  networks.  Using  the  economic 
leverage  of  a  number  of  banks  to 
build  the  volume  and  shared  func¬ 
tions  that  will  create  further 
economies,  the  cost  of  video 
banking  can  be  brought  under  con¬ 
trol.  It  is  these  network  economies 
that  allow  us  to  properly  address 
this  narrow  but  profitable  segment 
of  the  bank  customer  base .  BAI 
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Returning 
to  Profltable 
As  Lending 


By  W.H.  Shirley 

Senior  Partner 

The  Delta  Financial  Group 

Lenexa,  Kansas 


It  was  not  very  long  ago  when 
agricultural  banking  was  both 
an  enjoyable  and  profitable 
business.  The  rural  community 
ag  banks  were  the  most  profitable 
segment  of  the  entire  banking  in¬ 
dustry.  These  banks  lubricated  the 
local  economy;  these  bankers  made 
the  dreams  of  their  friends  and 
neighbors  possible. 

Then,  just  a  few  short  years  ago, 
the  agricultural  economy  slid  into  a 
depression.  This  problem  alone 
would  have  been  more  than  enough 
for  the  rural  community  banker  to 
handle,  but  he  also  had  to  cope 
with  all  of  the  changes  brought  on 
by  deregulation. 

Yet  some  rural  community  bank¬ 
ers  are  doing  whatever  has  to  be 


done  to  better  their  situation. 
These  bankers  see  opportunities 
and  challenges,  not  obstacles  and 
problems. 

They  realize  that  to  return  to  the 
Good  Ole  Days — that  is,  for  ag 
banking  to  again  be  both  enjoyable 
and  profitable — they  cannot  return 
to  the  Good  Ole  Ways  of  doing 
business.  They  are  taking  charge  of 
their  futures  by  recognizing  the 
painful  realities  about  the  structural 
changes  in  both  the  banking  indus¬ 
try  and  rural  America,  and  by  de¬ 
veloping  a  strategy  to  return  to 
profitable  ag  lending. 

Strategy  vs.  Tactics 

Before  I  describe  the  elements  of 
their  strategy,  let’s  examine  what  a 
strategy  is.  The  simplest  definition 
of  a  strategy  is  a  method  of  obtain¬ 
ing  a  specific  goal,  which  utilizes  all 
of  the  organization’s  resources 
through  effective  planning  to 
achieve  that  goal.  In  contrast,  tac¬ 
tics  deals  with  the  day-to-day  use  of 
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these  resources  as  dictated  by  a 
strategic  plan. 

The  ag  depression  has  forced  all 
farm  lenders  to  make  changes  in 
their  ag  lending  practices.  But  the 
vast  majority  of  farm  lenders  have 
only  made  tactical  changes.  They 
now  make  more  farm  visits.  They 
spend  more  time  working  on  their 
farmers’  cash  flow  projections. 
They  have  greatly  improved  their 
documentation.  They  get  profes¬ 
sional  outside  appraisals  of  collat¬ 
eral.  They  have  rewritten  their  se¬ 
curity  agreements  and  even  struc¬ 
tured  the  loans. 

But  there  is  one  thing  the  major¬ 
ity  of  ag  lenders  have  not  done: 
they  have  not  recognized  the  pain¬ 
ful  reality  of  structural  changes  in 
the  agricultural  economy  that  will 
exist  long  after  this  ag  depression  is 
over.  These  structural  changes  re¬ 
quire  a  new  strategy,  not  just  better 
tactical  execution  of  the  old 
strategy. 

Before  the  farm  economy  deter- 


iorated,  government  subsidies  and 
inflation  not  only  kept  many  unprof¬ 
itable  farmers  alive,  their  balance 
sheets  looked  stronger  every  year. 
In  the  late  1970s,  many  unprofit¬ 
able  farmers  were  expanding  on 
borrowed  capital.  In  those  Good 
Ole  Days,  it  was  not  necessary  for 
the  banker  to  evaluate  the  profit¬ 
ability  of  the  farm  borrower  in 
making  a  safe  and  profitable  loan. 
In  those  few  instances  where  a 
farmer  did  fail,  the  bank  recovered 
by  liquidating  the  inflation-pro¬ 
tected  assets.  An  ag  lending 
strategy  based  on  these  economic 
conditions  is  no  longer  viable. 

Knowledgeable,  competent 
economists  and  bankers  differ  on 
when  this  ag  depression  will  finally 
bottom  out  and  how  bad  conditions 
will  become  before  a  recovery  be¬ 
gins.  But  there  is  very  wide  agree¬ 
ment  on  one  point:  Before  the 
slump  is  over,  the  unprofitable 
producer  (and  probably  his  banker) 
will  be  removed  from  the  scene. 
Only  the  profitable  low-cost  pro¬ 
ducer  (and  his  banker)  will  remain. 

A  Strategy  for  Profitable  Ag 
Lending 

Those  ag  bankers  who  are  confi¬ 
dently  seeking  new  farm  customers 
have  a  thorough  understanding  of 
the  realities  of  today’s  agricultural 
economy.  Their  strategy  is  based 
upon  the  following  concepts: 

First,  the  basic  cause  of  the  fi¬ 
nancial  crisis  in  agriculture  is  that 
ag  lending  institutions  lent  money 
to  farmers  who  lacked  the  financial 
management  skills  to  manage  their 
business  profitably. 

Second,  all  good  loans  are  re¬ 
paid  from  profits.  While  govern¬ 
ment  subsidies  are  still  part  of  the 
total  revenue,  the  long-term 
creditworthy  customer  is  capable 
of  making  a  profit  at  world  com¬ 
modity  prices  with  little  or  no 
government  subsidy. 

Third,  only  an  income  statement 
shows  profits.  A  cash-basis  tax  re¬ 
turn  shows  taxable  income  that 
seldom  has  any  correlation  with  the 


Most  farmers  are  basically  sound 
financial  managers  but  have  never 
learned  how  to  make  accurate 
financial  reports  or  how  to  use  them. 

actual  profits  of  the  business.  A  For  these  tools  to  be  useful, 
cash  flow  is  an  equally  unreliable  rather  than  misleading,  the  balance 

instrument  for  evaluating  profit-  sheets  and  income  statements  must 

ability,  for  it  does  not  show  profits  conform  closely  to  GAAP.  The 
either.  balance  sheets  must  be  completed 

Fourth,  most  farmers  are  ba-  at  the  end  of  the  accounting  cycle 
sically  sound  financial  managers  and  include  payables,  receivables, 
but  have  never  learned  how  to  accruals,  prepaids  and  inventories, 
make  accurate  financial  reports  or  The  income  statement  must  reflect 
how  to  use  these  reports  in  man-  true  accrual  income, 
aging  their  business  profitably.  These  bankers  realize  that  the 
Rather  than  making  out  a  farmer’s  quality  of  their  lending  decisions 
financial  reports  for  him,  success-  can  be  no  better  than  the  quality  of 
ful  ag  bankers  offer  to  teach  him  fi-  the  credit  analysis,  and  a  credit 
nancial  reporting  and  the  tech-  analysis  made  from  poorly  pre- 

niques  of  financial  analysis.  They  pared  financial  reports  is  a  guaran- 

begin  by  teaching  their  farming  tee  of  future  grief,  if  not  disaster, 
customers  how  to  generate  com¬ 
plete  and  accurate  year-end  bal-  Benefits  of  the  Strategy 
ance  sheets  and  income  statements  The  bankers  who  have  based 
that  conform  to  Generally  Ac-  their  strategy  upon  these  concepts 
cepted  Accounting  Principals  are  realizing  many  benefits.  Their 
(GAAP)  for  accrual  accounting.  relationship  with  their  regulator 

Because  of  these  educational  improves  even  faster  than  their 

efforts,  they  are  now  able  to  treat  loan  portfolio,  and  their  loan 

the  farmer  with  the  dignity  and  re-  portfolio  improves  quite  rapidly, 

spect  they  extend  to  any  commer-  Losses  are  reduced  and  surprises 

cial  borrower  who  seeks  a  profes-  are  eliminated, 

sional  lender/borrower  relation-  Cooperation  with  the  borrowers 
ship.  These  commercial  borrowers  is  improved  dramatically.  Very 
expect  to  show  the  loan  officer  pre-  often,  when  the  borrower’s  condi- 
cisely  how  the  desired  loan  will  be  tion  is  terminal,  the  farmer  cooper- 

repaid  from  profits.  They  expect  to  ates  with  the  banker  to  liquidate  the 

present  evidence  of  future  profit-  business  in  such  a  manner  as  to 

ability  based  upon  past  profitabil-  minimize  losses  and  bad  feelings, 
ity,  and  they  are  able  to  give  realis-  But  the  ag  banker  really  knows 
tic  forecasts  of  revenue  and  ex-  the  Good  Ole  Days  have  returned 
penses  that  they  have  developed.  when  the  profitable,  financially 
Fifth,  the  credit  analysis  is  based  sound  farmers  walk  into  his  bank 

upon  evaluating  profitability,  fi-  wanting  to  establish  a  banking  re- 

nancial  efficiency,  cash  perfor-  lationship.  Once  the  word  gets 

mance,  solvency  and  liquidity  around  that  a  bank  recognizes  and 

through  funds  flow  analysis  and  appreciates  low  cost  producers, 

standard  financial  ratios  that  are  they  find  the  bank.  The  banker 

basic  tools  in  commercial  lending.  doesn’t  have  to  find  them.  BAI 
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Sir  Edmund  Hillary 
knew  the  importance 
of  doing  things  right. 
So  does  Jack  Henry 


Mt.  Everest  looms  29,141  feet 
above  the  Himalayas,  the  highest 
point  on  earth.  When  Edmund 
Hillary  arrived  at  its  base  in  the  m 
spring  of  1953,  his  was  not  the  IE 
first  group  to  make  a  summit 
attempt.  Over  the  course  of  32  '  - 
years,  eight  recorded  expeditions  had 
failed.  Hillary  knew  that  the  success  of 
his  expeditions  depended  greatly  on 
his  choice  of  an  expert  guide.  Tenzig 
Norkey  a  41-year  old  mountain 
sherpa  and  master  guide  of  several 
other  expedition  successes,  was 
chosen  the  best  man  to  lead  the 
way  On  May  29,  1953  Hillary  and 
Norkey  were  the  first  men  to_^^ 
climb  the  summit,  the  first  two«^^l 
men  to  reach  the  top  of  the  " 

In  today’s  business  world,  ‘ 
the  summit  of  knowledge  can 
be  equally  elusive.  Over  the 
past  few  years,  numerous 


E companies  have  spent  millions  of 
dollars  in  an  attempt  to  pic«eer 
the  integrated  sof^are  system 
for  larger  banks.  None  of  them 
has  been  clearly  successful. 

Last  year,  one  of  the  world’s 
eading  expert  guides  assembled 
small  team  of  specialists  to  begin 
2  assault  of  the  integrated  System 
soft^re  conquest.  They  chose  to 
d  the  beaten  path  (deciding  not  to 
;  an  old  System  36  produa)  but 
right  with  a  totally  new  develop- 
Over  the  course  of  the  year,  a 
I  of  Jack  Henry’s  finest  technicians 
le  where  no  man  has  gcxie  before. 

ler  you’re  leading  a  team  to  the 
f  a  mountain  or  to  the  summit  of 
^e,  being  an  expert  guide  is  a  de- 
^^^'"manding  challenge.  As  one  of  the  world’s 
Hp  largest  suppliers  of  data  processing  systems 
^ror  financial  institutions.  Jack  Henry  is  committed 
to  being  the  System  38  leader. 


Jack  Henry  &  Associates  “The  expert  guide  in  bank  automation.” 

For  more  information  call  our  Marketing  Department  4r7-235-6652. 


^&ASSC)CIATESINC^ 

>Xfest  Highway  60  •  RO.  Box  607  •  Monett,  MO  65708 


Base  camp  of  one  of  the  world’s 
best  expert  guide  teams. 


Write  1 7  on  Reader  Service  Card 


Where  There’s 
a  Telephone, 
Now  There’s  a  Bank 


By  Mark  A.  Rleman 

President 

Smardine  Corporation 
Buffalo,  New  York 


Technological  advances 
and  competitive  pres¬ 
sures  are  moving  the 
banking  industry  toward 
the  “everywhere  bank,”  a  state- 
of-the-art  facility  that  will  permit 
customers  to  do  their  banking 
wherever  they  are,  around  the 
clock. 

Riding  the  crest  of  the  wave  of 
banking  innovation  is  telephone 
communications.  Breakthroughs  in 
computer  technology  and  pro¬ 
gramming  are  making  telephone 
banking  a  practical,  profitable  and 
cost-effective  adjunct  to  another 
important  banking  function — tele¬ 
marketing. 

Smartline,  which  provides  both 
inbound  and  outbound  telephone 
services  for  banks,  originally  was 
the  telemarketing  department  at 
Empire  of  America  Federal  Sav¬ 
ings  Bank,  an  $8.9-billion  institu¬ 
tion  in  Buffalo.  Now  a  separate 
firm  controlled  by  the  bank  through 
a  holding  company,  it  has  client 
banks  in  several  states. 

The  results  of  integrating  tele¬ 
phone  banking  with  telemarketing 
can  be  seen  with  Empire  of  Amer¬ 
ica,  which  remains  Smartline’s 
largest  client.  Inbound  messages 
handled  for  Empire  increased  from 


23,000  in  1982  to  170,000  in  1984, 
and  surpassed  I  million  in  1986. 

Operational  Structure 

Our  telephone  banking  center  in¬ 
cludes  a  conventional  telemarket¬ 
ing  component — trained  personnel 
who  make  telephone  calls  to  se¬ 
lected  prospects  and  customers  for 
the  sole  purpose  of  selling  financial 
products  offered  by  client  banks. 
This  outbound  function  is  per¬ 
formed  by  35  part-time  employees 
who  are  on  the  job  about  20  to  24 
hours  per  week. 

Inbound  calls  originated  by  our 
client  banks’  customers  arrive 
through  toll-free  lines  correspond¬ 
ing  to  each  institution.  Because 
Smartline  personnel  can  access 
bank  data  needed  to  service  these 


customers,  the  inbound  calling 
function  provides  an  invaluable 
opportunity  to  build  customer  loy¬ 
alty  and  reaffirm  each  bank’s  cred¬ 
ibility,  and  offers  very  real  op¬ 
portunities  for  sales.  This  inbound 
function  is  staffed  by  more  than  70 
employees  who  are  on  the  job  full¬ 
time  to  field  responses  to  customer 
communications. 

During  every  phone  call — in¬ 
bound  and  outbound — our  financial 
service  consultants  perform  at  least 
one  of  the  three  basic  sales  tasks: 
They  may  be  using  the  call  as  a 
sales  and  service  vehicle,  as  a  trans¬ 
action  service  vehicle  or  as  an  in¬ 
formation  service  vehicle. 

Let’s  take  an  example:  If  a  client 
bank’s  customer  calls  to  ask  about 
opening  a  savings  account,  the 
consultant  first  describes  the  sav¬ 
ings  options  available.  The  con¬ 
sultant  calls  up  interest  rates  and 
other  details  on  a  computer  display 
screen,  and  perhaps  does  some  dis¬ 
creet  selling  to  persuade  the  cus¬ 
tomer  to  open  an  account.  The 
consultant  can  prepare  the  account 
forms  on  the  computer  if  the  caller 
decides  to  open  the  account;  this 
documentation  is  then  forwarded  to 
a  fully  automated  work  station 
where  other  specialists  process  the 
information  and  mail  out  the  neces¬ 
sary  paperwork  to  the  new  account 
holder. 

Using  Technology 

Computerization,  of  course,  has 
a  considerable  impact  on  the  ability 
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to  cut  costs  and  to  provide  new 
services.  Computer  system 
suppliers  and  software  consultants 
can  offer  extremely  efficient  tools 
that  enable  telephone-based  finan¬ 
cial  consultants  to  provide  infor¬ 
mation  and  to  transact  business 
quickly  and  accurately. 

Each  of  our  on-duty  consultants 
has  at  his  or  her  disposal  a  com¬ 
puter  display  screen  that  gives  ac¬ 
cess  to  complete  and  up-to-the- 
minute  records  of  all  the  custom¬ 
er’s  loans  and  accounts,  if  our 
client  agrees  to  provide  us  with  this 
information.  Our  consultants  can 
also  call  up  standard  forms  with 
fill-in-the-blank  spaces  that  can 
take  the  data  necessary  for  a  loan 
or  new  account  application.  This 
information  is  electronically  for¬ 
warded,  by  way  of  computer,  to  a 
printer  in  our  Fulfillment  Center. 

The  Fulfillment  Center — a  sup¬ 
port  area — has  emerged  as  a  key 
factor  in  our  delivery  system.  At 
the  center,  staff  are  responsible  for 
seeing  that  customer  requests  are 
handled  swiftly  and  accurately. 
They  are  kept  up-to-date  on  a 
client’s  marketing  and  retail  pro¬ 
grams,  such  as  changes  in  interest  | 
rates  and  other  fast-breaking  de¬ 
velopments. 

For  example,  in  the  case  of  auto 
loans.  Fulfillment  Center  employ¬ 
ees  ensure  that  current  loan  rates 
are  keyed  into  the  computer’s  data 
bank,  and  they  see  that  special 
forms  are  programmed  into  the 
system.  Then,  when  our  financial 
consultants  talk  to  customers,  they 
fill  in  customer-supplied  data  on 
the  computerized  loan  application 
form  that  appears  on  the  consul¬ 
tant’s  display  screen. 

Within  an  hour,  the  loan  applica¬ 
tion  moves  through  the  computer 
to  a  client  bank’s  consumer  loan 
unit  for  acceptance  or  rejection  and 
paper  processing.  This  way,  the 
clients  can  promise  action  on  loan 
applications  within  a  specified  time 
period. 

Interest  rates,  loan  rates,  bank 


branch  operating  hours  and  the  like 
are  examples  of  the  types  of  infor¬ 
mation  that  a  financial  institution 
must  update  instantly.  Thanks  to 
computer  technology,  our  consul¬ 
tants  can,  for  instance,  verify  cus¬ 
tomer  account  balances  as  they 
stand  at  the  moment,  when  we  are 
on-line  with  a  client’s  computer 
systems. 

Reliability  is  crucial  in  estab¬ 
lishing  a  financial  iinstitution’s  cred¬ 
ibility  with  its  customers.  With 
today’s  technology,  it  is  possible  to 
be  100%  accurate,  and  this  is  the 
goal  we  strive  for. 

The  Human  Factor 

To  control  quality,  one  should 
monitor  phone-based  consultants’ 
performance.  We  do  this  by  send 
ing  random  callers  a  questionnaire 
asking  them  to  evaluate  our  per¬ 
formance.  This  survey  goes 
straight  from  the  customer  to  our 
client’s  mailbox  so  that  the  clients 
can  see  the  results  directly. 

The  most  sophisticated  tele¬ 
communications  devices  and  the 
latest  in  computer  equipment  are 
meaningless  to  the  telemarketing 
firm  unless  there  is  a  capable  per¬ 
son  at  the  end  of  the  phone  line. 
The  consultant  must  be  skilled  in 
operating  the  controls  of  the  com¬ 
puter  as  well  as  in  talking  with  the 
customer,  especially  a  customer 
who  may  be  confused  and  an¬ 
noyed.  In  telecommunications,  the 
human  factor  can  make  the  differ¬ 
ence  between  making  or  losing  an 
important  sale. 

Hire  the  Best 

We  have  found  it  wise  to  hire 
true  professionals.  Nearly  all  of  our 
full-time  staff  are  college  graduates 
whose  academic  studies  often  in¬ 
clude  business  administration  or 
economics.  Quite  a  few  of  them 
came  to  us  with  a  wealth  of  work¬ 
ing  experience,  and  many  are 
licensed  to  sell  insurance,  securi¬ 
ties  or  real  estate. 

In  addition,  our  account  man¬ 


agers  and  trainers  work  closely 
with  the  consultants  to  improve 
their  over-the-phone  communica¬ 
tion  skills.  They  are  rated  on  their 
vocabulary,  telephone  etiquette 
and  product  knowledge  and  they 
are  drilled  in  such  tasks  as  an¬ 
swering  questions  and  handling 
negative  replies. 

Specialized  talents  also  help.  We 
have  consultants  who  speak  Polish, 
Korean,  Greek,  French,  and 
Spanish  to  talk  to  foreign-language 
callers,  for  example,  and  can  even 
set  up  a  special  hotline  number  if 
there  are  enough  foreign-language 
customers  to  warrant  it. 

Broadening  Services 

We  have  also  experienced  tre¬ 
mendous  success  in  coupling  out¬ 
bound  follow-up  calls  with  direct 
mail  programs,  yielding  response 
rates  well  above  the  national  norm. 

It  is  possible  for  us  to  achieve 
such  high  returns  by  working  with 
our  clients  almost  scientifically,  to 
create  a  very  specific  mailing  list 
rather  than  to  “shotgun”  our 
mailings;  a  good  list  plus  a  good 
offer  equals  good  results. 

At  the  same  time,  we  are  devel¬ 
oping  methods  that  entice  custom¬ 
ers  into  the  habit  of  banking  by 
phone — an  important  factor  for  fi¬ 
nancial  institutions,  since  tele¬ 
phone  transactions  cost  a  fraction 
of  those  handled  in-bank. 

Direct-dial  information  kiosks  in 
bank  lobbies,  customer  mailings  of 
full-color  catalogs  describing 
banking  and  financial  services,  and 
the  installation  of  telephone/type¬ 
writer  equipment  for  people  who 
are  hearing-impaired  are  Just  some 
of  the  other  programs  that  have 
helped  boost  our  inbound  volume. 

Providing  turnkey  inbound  ser¬ 
vices  while  maintaining  compre¬ 
hensive  outbound  telemarketing 
capabilities  can  work  well  for  fi¬ 
nancial  institutions;  together,  such 
services  are  able  to  give  tremen¬ 
dous  support  to  existing  retail  de¬ 
livery  systems.  BAI 
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Why  top-tear 
checks  make 
your  customers 
ripping  mad. 


And  why  end-tear 
has  adrantages  for 
everyone. 

The  trouble  with  top-tear 
style  checks  is  that  there^  so 
much  tearing  to  do.  Over  twice 
as  much  as  with  Americanls 
end-tear  style.  And  that  means 
more  tom  (^ecks,  more  rejects 
in  the  sorter,  and  more  bad 
tempers  all  around. 

No  wonder  two  out  of  three 
consumers  surveyed  said  they 
prefer  end-tear  checks,  itls  the 
other  third  that  has  us  stumped. 

End-tear  checks  from 
American  Bank  Stationery.  One 
more  way  we’re 


an  AMERICAN 

I — _ I  BANK  STATIONERY  COMPANY 


DIVISION  OF  THE  ABS  CORPORATION 

Call  toll  free  1-800-638-2265 
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Environmental  Law: 

An  Emei^ng  Threat  to 
Financial  Institutions 


By  Jack  D.  Shumate 

Attorney 

Butzel  Long  Gust  Klein  &  Van  Zile 
Detroit,  Michigan 


Federal  and  state  environ¬ 
mental  regulations  and 
their  increasingly  aggres¬ 
sive  enforcement  can  pose 
a  very  real  threat  to  lending  institu- 
tious.  Those  lenders  not  sensitive 
to  the  provisions  of  environmental 
law  may  be  exposed  to  the  possible 
destruction  of  the  security  for  their 
loans  or  may  face  liability  for  the 
cost  of  cleaning  up  contaminated 
property. 

Consider  the  following  cases: 

a  In  Massachusetts,  a  bank 
made  a  mortgage  loan  to  a  hazard¬ 
ous  waste  treatment  operator  and 
provided  financial  advice  to  help 


the  borrower  manage  its  cash  flow. 
When  the  property  became  the  site 
of  a  federally  funded  cleanup,  the 
Environmental  Protection  Agency 
(EPA)  held  that  the  bank,  by  pro¬ 
viding  financial  management  ad¬ 
vice,  had  become  involved  in  the 
operation  of  the  facility  and  was 
therefore  liable  under  the  Compre¬ 
hensive  Environmental  Response, 
Compensation,  and  Liability  Act  of 
1980  (CERCLA  or  “Superfund”). 
Not  only  was  the  bank's  loan  un¬ 
collectible,  but  the  bank  was  also 
required  to  contribute  its  own 
funds  toward  the  cost  of  the 
cleanup. 

■  In  Pennsylvania,  a  federal 
court  denied  a  bank's  motion  to  be 
dismissed  from  an  action  in  which 
the  EPA  sought  to  recover  the  cost 
of  cleaning  up  a  Superfund  site. 
The  court's  decision  was  based  on 
two  factors:  The  bank,  which  held 
a  lien  on  the  inventory  of  the  de¬ 
funct  company,  had  provided  fl- 
nancial  advice  to  the  company,  and 


the  loan  officer  had  been  a  member 
of  the  company's  advisory  board. 

■  In  Maryland,  a  federal  court 
held  that  a  bank  which  took  title  to 
a  farm  upon  foreclosure  of  its 
mortgage  could  be  held  liable  for 
more  than  half  a  million  dollars  of 
costs  of  cleaning  up  drums  of 
chemical  waste  buried  on  the  prop¬ 
erty — even  though  the  bank  had  no 
knowledge  of  the  chemical  waste 
burial. 

■  In  Michigan,  a  bank  was  re¬ 
cently  forced  to  write  off  as  uncol¬ 
lectible  a  balance  of  several 
hundred  thousand  dollars  on  a 
mortgage  loan  to  a  defunct  com¬ 
pany.  The  only  alternative  would 
have  been  to  foreclose  on  contami¬ 
nated  property  and  face  cleanup 
costs  in  excess  of  the  property 
value. 

■  Another  Michigan  bank  fore¬ 
closed  a  mortgage  and  took  title  to 
industrial  property,  only  to  dis¬ 
cover  that  the  soil  had  been  con¬ 
taminated  by  the  defunct  mort- 
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Supeifund  amendments  enacted  in 
late  1986  attempt  to  give  some  relief  to 
innocent  owners,  but  the  cure  may  be 
as  bad  as  the  disease. 


gagee.  To  minimize  its  loss,  the 
bank  sold  the  property  with  a 
commitment  to  undertake  what  ap¬ 
peared  to  be  a  modest  cleanup.  It 
then  discovered  that  the  surface 
contamination  had  seeped  into  the 
ground  water,  making  the  cleanup 
far  more  expensive.  In  addition, 
the  bank  was  forced  to  secure  an 
off-site  alternate  source  of  clean 
water  at  its  own  expense. 

Determining  Liability 

Much  attention  has  focused  re¬ 
cently  upon  Superfund  cleanups. 
CERCLA  gives  the  EPA  sweeping 
authority  to  clean  up  contaminated 
property  and  seek  to  recover  costs 
from  (or  order  a  cleanup  by)  any 
parties  liable.  The  statute  imposes 
liability  upon  the  owner  of  the 
property,  the  operator  of  the  facil¬ 
ity  which  polluted  the  property 
(whether  or  not  the  facility  is  ac¬ 
tually  on  the  property),  any  parties 
who  generated  hazardous  waste 
disposed  of  at  the  facility,  and  any 
haulers  who  transported  hazardous 
waste  for  disposal  at  the  facility. 
The  EPA  can  choose  to  go  after 
one  or  more  of  these  parties. 

CERCLA  does  provide  impor¬ 
tant  relief  to  a  mortgagee  or  the 
holder  of  a  deed  of  trust.  The  deH- 
nition  in  the  statute  of  the  term 
“owner  or  operator”  contains  the 
following  exception:  “Such  term 
does  not  include  a  person,  who, 
without  participating  in  the  man¬ 
agement  of  a  vessel  or  facility, 
holds  indicia  of  ownership  primar¬ 
ily  to  protect  his  security  interest 
in  the  vessel  or  facility.” 

This  exception  leaves  open  the 
question  of  what  constitutes  “par¬ 
ticipating  in  the  management”  of 
the  contaminated  facility.  The 
Pennsylvania  federal  court,  in  the 
case  referred  to  above,  expressed  it 
this  way:  “The  difficulty  arises,  of 
course,  in  determining  how  far  a 
secured  creditor  may  go  in  pro¬ 
tecting  its  financial  interests  before 
it  can  be  said  to  have  acted  as  an 
owner  or  operator  within  the 
meaning  of  the  statute.” 


In  this  case,  the  court  relieved  of 
liability  a  mortgagee  who  had  made 
the  successful  bid  at  a  foreclosure 
sale  but  had  assigned  its  right  to  a 
subsequent  purchaser,  without 
taking  title  to  the  property.  How¬ 
ever,  the  court  refused  the  motion 
to  dismiss  the  chattel  mortgagee 
that  had  provided  business  advice. 

In  the  Maryland  case  cited 
above,  the  court  ruled  that  the  bank 
could  be  held  strictly  liable  as 
owner  of  the  farm  at  the  time  of  the 
cleanup.  The  court  observed  that 
the  bank  could  have  protected  itself 
by  making  “prudent”  loans,  by 
using  available  means  to  investi¬ 
gate  what  was  being  done  on  mort¬ 
gaged  property,  and  even  by  not 
foreclosing  the  mortgage. 

In  the  CERCLA  amendments 
enacted  on  October  17,  1986,  Con¬ 
gress  attempted  to  give  some  relief 
to  the  innocent  owner  who  takes 
title  after  the  property  is  contami¬ 
nated.  The  cure  may  be  almost  as 
bad  as  the  disease,  however.  The 
amendments  provide  relief  for  one 
who  takes  title  to  contaminated 
property  and  who  “did  not  know 
and  had  no  reason  to  know”  that 
the  property  was  contaminated. 
They  specify  what  the  innocent 
owner  must  do  to  establish  that  it 
had  no  reason  to  know.  It  requires 
the  owner  to  make  “all  appropriate 
inquiry  into  the  previous  ownership 
and  uses  of  the  property.”  This  in¬ 
quiry  must  be  made  at  the  time  of 
taking  title  or  possession. 

In  determining  whether  an  ap¬ 
propriate  inquiry  has  been  made, 
the  following  factors  must  be  con¬ 
sidered: 

1.  Knowledge  and  experience  of 


the  innocent  owner. 

2.  Relationship  of  price  to  the 
value  of  the  land  if  uncontami¬ 
nated. 

3.  Whether  “reasonably  ascer¬ 
tainable  information  about  the 
property”  has  been  considered. 

4.  Whether  the  presence  or 
likely  presence  of  contamination  is 
obvious. 

5.  The  ability  to  detect  contami¬ 
nation  by  “appropriate  inspec¬ 
tion.” 

The  amendments  grant  the  gov¬ 
ernment  a  lien  against  the  property 
for  the  amount  of  cleanup  costs. 
The  lien  is  subordinate  to  the 
claims  of  a  secured  creditor  which 
perfected  its  lien  prior  to  filing  of 
notice  of  lien  by  the  government.  It 
is  questionable,  however,  whether 
a  conveyance  of  title  to  the  mort¬ 
gagee  upon  foreclosure  would  take 
precedence  over  the  lien. 

It  thus  becomes  critical  for  the 
mortgagee  to  investigate  the  condi¬ 
tion  of  the  property  prior  to  fore¬ 
closure  unless  it  is  willing  to  accept 
the  risk  of  acquiring  environmental 
liability  with  the  title. 

Hazardous  Waste  and  the 
Mortgagee 

The  attention  given  CERCLA 
may  account  for  a  tendency  to 
overlook  another  federal  environ¬ 
mental  statute — the  Resource  Con¬ 
servation  and  Recovery  Act 
(RCRA). 

RCRA  prescribes  standards  for 
the  treatment,  storage  and  disposal 
of  hazardous  waste.  Where  such 
waste  is  disposed  of  improperly, 
the  disposal  site  operator  and  prop¬ 
erty  owner  can  both  be  liable  for 
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compliance  with  RCRA  require¬ 
ments  .  .  .  and  the  EPA  has  said  it 
intends,  in  appropriate  cases,  to 
impose  such  liability  on  property 
owners. 

Unlike  CERCLA,  RCRA  con¬ 
tains  no  language  exempting  one 
who  holds  title  only  to  protect  a  se¬ 
curity  interest.  It  seems,  therefore, 
that  RCRA  requirements  can  be 
enforced  against  a  mortgagee  who 
takes  title  to  the  property. 

The  federal  courts  have  been 
known  to  impose  liability  under 
RCRA  even  on  successor  owners 
who  did  not  dump  waste  at  contam¬ 
inated  sites  and  took  title  years 
after  all  dumping  had  ceased,  with¬ 
out  knowing  that  toxic  chemicals 
had  been  dumped  on  the  property. 

State  Regulations 

In  some  cases,  state  environ¬ 
mental  regulations  impose  their 
own  requirements  which  may 
undermine  a  mortgagee’s  security. 
In  Michigan,  for  example,  the  state 
Solid  Waste  Management  Act  re¬ 
quires  that  many  substances  not 
classified  as  hazardous  under  fed¬ 
eral  law  be  disposed  of  only  in 
licensed  landfills. 

A  property  owner  who  disposes 
of  such  substances  on  his  land  may 
be  required  to  treat  it  as  a  licensed 
landfill.  Also,  the  act  requires  the 
owner — when  the  landfill  is 
licensed — ^to  subject  the  property 
to  a  deed  restriction,  under  which 
the  property  could  be  used  only  as 
a  landHll  for  15  years  after  the 
landfilling  is  completed.  Thus  a  de¬ 
veloper  can  face  this  restriction  de¬ 
spite  being  unaware  of  using  soil 
that  contains  a  nonhazardous,  reg¬ 
ulated  component. 

Loan  Officer's  Situation 

While  being  concerned  about 
impaired  security  in  the  event  of  an 
environmental  enforcement  action, 
a  loan  officer  might  well  consider 
his  personal  situation  also.  Because 
of  the  growing  litigiousness  of 
shareholders,  it  isn’t  farfetched  to 
imagine  an  action  against  officers 


and  directors  if  a  lending  institution 
should  suffer  a  major  loss.  This 
might  be  particularly  true  if  little  or 
no  inquiry  was  made  about  poten¬ 
tial  environmental  liabilities  at  the 
inception  and  during  the  life  of  the 
loan. 

Reducing  the  Risk 

In  light  of  the  potential  risk, 
lending  institutions  and  loan  offi¬ 
cers  should  seek  reasonable  means 
to  protect  themselves.  While  the 
risk  can  never  be  eliminated,  it  can 
be  substantially  reduced. 

A  loan  officer  evaluating  a  busi¬ 
ness  loan  applicant  should  inquire 
into  the  applicant’s  environmental 
control  capabilities.  For  example, 
has  management  issued  clear  pol¬ 
icy  statements  or  other  strong 
commitments  requiring  compliance 
with  environmental  laws?  Does  the 
company  have  solid  in-house  envi¬ 
ronmental  expertise?  If  not,  what 
outside  environmental  advisors  are 
available  and  how  familiar  are  they 
with  the  company’s  operations? 
Has  the  company  been  dealing  with 
reputable,  licensed  waste  haulers 
and  disposal  sites?  Does  it  have  a 
system  of  regular  environmental 
audits  of  manufacturing  and  waste 
disposal  operations? 

Does  the  company  have  an  EPA 
generator  identification  number  or 
a  comparable  state  number?  If  so, 
what  substances  are  involved? 
Does  it  have,  or  has  it  ever  applied 
for,  any  kind  of  federal  or  state  en¬ 
vironmental  license  or  permit?  Has 
it  ever  been  subject  to  any  kind  of 
environmental  enforcement  action? 

More  questions:  What  about  the 
property  to  be  mortgaged?  How 
long  has  the  borrower  owned  it? 
What  was  its  prior  use?  Does  it 
show  any  visible  signs  of  chemical 
dumping — discolored  earth,  dead 
vegetation,  unusual  odors?  How 
are  adjacent  or  nearby  lands  being 
used?  Could  chemical  wastes  be 
draining  onto  the  land  from 
neighboring  property? 

The  loan  officer  must  also  realize 
that  even  a  small  operation  can 


generate  large  problems.  A  few 
barrels  of  hazardous  waste, 
dumped  in  the  wrong  location,  can 
lead  to  high  cleanup  costs — $250  or 
more  to  remove  and  dispose  of  one 
cubic  yard  of  contaminated  soil. 
Add  the  cost  of  a  study  to  deter¬ 
mine  the  nature  and  extent  of  the 
contamination — possibly  thou¬ 
sands  of  dollars  per  acre — and  it  is 
clear  that  the  ultimate  expense  of 
contamination  can  far  exceed  the 
total  worth  of  the  business. 

In  the  case  of  smaller,  closely 
held  corporations,  personal 
guarantees  by  company  principals 
may  provide  some  added  security. 
It  may  be  more  apparent  than  real, 
however,  because  the  EPA  has 
begun  to  join  principals  of  closely 
held  corporations  as  individual 
parties  in  environmental  enforce¬ 
ment  actions.  The  federal  courts 
have  consistently  supported  the 
agency  in  this  regard. 

Insurance  and  Audits 

The  lender  can  require  its  bor¬ 
rower  to  obtain  environmental  im¬ 
pairment  liability  insurance,  if 
available.  While  this  desirable  cov¬ 
erage  provides  some  protection,  it 
is  quite  limited.  In  the  current  hard 
insurance  market,  it  is  extremely 
difficult  to  obtain  environmental 
coverage,  and  the  coverage  being 
written  usually  provides  only 
third-party  liability.  It  doesn’t  pro¬ 
vide  a  source  of  funds  for  cleanup 
of  the  insured  party’s  property;  thus, 
insurance  proceeds  aren’t  normally 
available  to  assure  a  mortgagee  that 
the  property  will,  at  some  point,  be 
clean  and  salable. 

The  lender’s  best  protection  is 
thorough,  periodic  environmental 
audits  conducted  by  a  competent, 
independent  auditor.  Many  envi¬ 
ronmental  impairment  liability  in¬ 
surers  require  such  audits.  Audi¬ 
tors  normally  seek  to  confirm  that 
the  company  is  complying  with  all 
applicable  laws,  but  they  also  look 
for  sources  of  potential  exposure 
and  frequently  recommend  means 
to  eliminate  or  reduce  it.  BAI 
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Maintaining  control  of  your  mortgage- 
data  processing  is  an  ongoing  and  often 
frustrating  endeavor.  The  mortgage  mar¬ 
ket  fand  particularly  the  secondary  market) 
constantly  changes,  as  d(jes  the-competitive 
environment.  Yet  you  are  required  to 
manage  enormous  amounts  of  information 
and  financial  data  in  order  to  ensure  com¬ 
pliance  and  maintain  your  cornpetitive  edge. 

CPI,  the  leader  in  mortgage-data  pro¬ 
cessing  systems,  also  leads  in  system 


enhancements.  Our  users  group,  along 
with  its  executive  committee,  both  com¬ 
prised  of  mortgage  industry  leaders,  plus 
our  commitment  to  keep  our  clients  current, 
result  in  mortgage  systems  that  change  as 
your  requirements  change. 

Look  to  CPI  for  m(jrtgage-data  prcK'ess- 
ing  software  that  meet  all  your  informa¬ 
tion  needs  from  loan  application  to  payoff. 
Look  tD4:he  leader. 


To  meet  the  challenf{e  of  gro«  th,  you  need  Computer  Pow 

CDI 

Computer  Power,  Incorporated 

POST  OFFICE  BOX  2388 -JACKSONVILLE,  FL  32231-0076  (904)  350-1400 
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Just  when  you  think  you  have  your 

-data  proc^sing  system 
control,  theifejEne  changes. 


CPI... clearly  the  leader. 


Institute  Educational  Programs 


Accountlng/niuinc*  and  Tax 

Apr.  2-3 

Real  Estate  Law  and  Loan 
Oocumentation 

Washington,  OC 

Fab.  27 

Money  Laundering/CTR  Update 

Washington,  OC 

Apr.  7-8 

Loan  Review  Management 

Chicago,  IL 

Mar.  24-27 

Cost  Accounting  Workshop* 

New  Orleans,  LA 

Workshop 

Apr.  2-3 

Using  the  Bank  Hoiding  Company 

Chicago,  IL 

Apr.  15-16 

Consumer  Lending 

St.  Louis,  MO 

Profitably* 

Apr.  6-7 

Asset/Liability  Management 

Seminar* 

The  Changing  Tax  Environment:  An 

New  Orleans,  LA 

Major  Confferances 

May3 

Boston,  MA 

Mar.  24-27 

Bank  Auditors* 

Boston,  MA 

Accounting  Perspective 

Apr.  5-8 

Check  Processing 

Nashville,  TN 

Apr.  26-29 

Security 

Atlanta,  GA 

Audit  and  Compllanca 

Apr.  28- 

FORUM  IV:  The  National  Conference 

Chicago,  IL 

Feb.  23-26 

Basic  Trust  Auditing* 

Orlando,  FL 

Mayl 

on  Retail  Banking 

Mar.  2-6 

Intermediate  Bank  EOP  Auditing* 

New  Orleans,  LA 

May  3-6 

Rnance  and  Accounting* 

Boston,  MA 

Mar.  10 

Crash  Course  in  Anticipatoiy 

Greensboro,  NC 

May  12-15 

Bank  Tax* 

Toronto,  Canada 

Auditing* 

Oct.  4-7 

Contemporary  Issues  in  Cash 

San  Francisco,  CA 

Mar.  11-12 

Risk  Assessment  Auditing 

Greensboro,  NC 

Management 

Mar.  16-19 

Intermediate  Bank  Auditing* 

New  Orleans,  LA 

Oct.  25-28 

Money  Transfer/Corporate  Services 

Ft.  Lauderdale,  FL 

Mar.  16-20 

Advanced  Bank  EOP  Auditing* 

Oenver,  CO 

Nov.  15-18 

Asset/Liability  Management* 

Chicago,  IL 

Mar.  24 

Telling  Fact  from  Fraud:  The 

Auditor’s  Role* 

Boston,  MA 

Oec.  1-4 

ATM10,  The  10th  Annual  Electronic 
Oelivery  Systems  Conference 

New  Orleans,  LA 

Mar.  24 

Establishing  and  Organizing  the 

Audit  Function* 

Boston,  MA 

Oparatlons/Paymant  Systems 

Mv.  25-27 

Bank  Auditors  Conference* 

Boston,  MA 

Feb.  19-20 

Introduction  to  Check  Processing* 

New  Orleans,  LA 

Mar.  26-27 

Audit  of  Loan  Administration  and 

Oallas,  TX 

Mar.  9-11 

Current  Issues  in  Purchasing 

New  Orleans,  LA 

Loan  Review* 

Management 

Apr.  9-10 

Compliance  Institute* 

San  Francisco,  CA 

Mar.  18-20 

Introduction  to  Commercial  Loan 

Orlando,  FL 

Apr.  13-17 

Basic  Bank  Auditing* 

San  Antonio,  TX 

Operations 

Washington,  OC 

Apr.  27- 

Introductory  Bank  EOP  Auditing* 

Chicago,  IL 

Mar.  25-27 

AA/EEO* 

Mayl 

Apr.  5 

Cash  Management  Basics 

Nashville,  TN 

Apr.  5-8 

1987  Check  Processing  Conference 

Nashville,  TN 

community  Bank 

Apr.  7-8 

Selecting,  Installing  and  Managing 

San  Francisco,  CA 

Mar.  15-18 

Community  Bank  Presidents’  Forum 

Tucson,  AZ 

an  In-House  Computer  System 

Apr.  15 

BAI/PBA  Oirectors’  Seminar 

Hershey,  PA 

Apr.  8-9 

1987  Lockbox  Seminar 

Nashville,  TN 

Apr.  9 

In-House  Vendor  Update 

San  Francisco,  CA 

Corporate  Sandcas 

Apr.  13-14 

Supervising  Bank  Operations* 

Atlanta,  GA 

Fab.  23-24 

Product  Management  Symposium 

R.  Lauderdale,  FL 

Apr.  13-15 

Roat  Management  Training  Course* 

St.  Louis,  MO 

Apr.  5 

Cash  Management  Basics 

Nashville,  TN 

Retail  Financial  Services 

Apr.  8-9 

1987  Lockbox  Seminar 

Nashville,  TN 

Apr.  28- 

FORUM  IV:  The  National  Conference 

Chicago,  IL 

Exacutiva  Davalopmant 

Mayl 

on  Retail  Banking 

May  18-21 

Center  for  Management  Excellence: 
Presidents  Only  Session 

Rolling  Meadows, 

IL 

Security 

Aug.  23- 
S^.4 

Bank  Executive  Program 

Ouke  University 

Fuqua  School  of 
Business 

Apr.  26 

Workshop:  Loss  Recovery 
Opportunities:  Howto  Locate 
People,  Oata  and  Assets 

Atlanta,  GA 

Ourham,  NC 

Apr.  26 

Workshop:  Biometric  Security 

Atlanta,  GA 

Applications  in  Financial 

Loan  Administratlon/Landing 

Institutions 

Oallas,  TX 

Apr.  26-29 

1987  Security  Conference 

Atlanta,  GA 

Fab.  24-26 

The  Making  of  a  Commercial  Loan 

Officer 

Tempe,  AZ 

Tax 

Feb.  26-27 

Loan  Review— Real  Estate  Loans* 

Mar.  10-11 

Improving  Collection  Productivity 

Tampa,  FL 

May  12-15 

The  1 0th  Annual  Bank  Tax 

Toronto,  Canada 

Mar.  12-13 

Commercial  Loan  Oocumentation* 

Washington,  OC 

May  13-15 

Basic  Rduciary  Income  Taxation* 

St.  Louis,  MO 

Mar.  16-17 

Lenders’  Rights  in  Bankruptcy 

Oallas,  TX 

Mar.  16-18 

Introduction  to  Credit 

Atlanta,  GA 

The  School  for  Bank  Administration 

Analysis— Level  r 

Mar.  17-18 

Improving  Collection  Productivity 

Oallas,  TX 

July26-Aug.7,1987 

Madison,  Wl 

Mar.  19-20 

Introduction  to  Credit 

Atlanta,  GA 

For  further  information  or  to  register,  please  call  Bank  Administration  Insti- 

Analysis— Level  II* 

tide’s  customer  service  center,  1-800-323-8552  (Illinois,  1-800-942-8861). 

Mar.  23-25 

Loan  Review* 

Oallas,  TX 

NOTE:  Introductory  and  Intermediate  and  Advanced  Education  Courses  have 

Mar.  30- 

The  Making  of  a  Commercial  Loan 

Alexandria,  VA 

limited  enrollment. 

Apr.  1 

Officer 

*  Oesignates  Continuing  Education  Unit  (CEU) 

1 
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IF  YOU 

A\2VNT  SOMETHING 
DONE  RIGHT, 

DO  IT  YOURSELF. 

INTRODUCING 
SECURITY  PACIFIC 
THE  BANKING  SYSTEM 

YOU  CAN 
LEASE  FOR  LESS. 


Take  control.  Lease  an  in-house  financial  control  system  from  Security  Pacific. 
No  longer  will  you  be  dependent  on  a  service  bureau  where  you  have  to  wait 
in  line  with  your  competitors.  And  by  leasing  the  Security  Pacific  system,  you  can 
save  money  from  day  one. 

There’s  no  reason  a  bank  your  size  cant  have  the  most  easy-to-operate,  secure 
system  in  the  business— a  system  that’s  uniquely  suited  to  the  way  you  do  business. 
It’s  reassuring  to  know,  whether  you  license  or  lease,  the  strength  and  solidarity 
of  Security  Pacific  is  behind  every  system  we  install.  We’ll  be  mere  with 
training  for  your  employees,  updated  software  to  grow  with  you  and  a  leasing 
program  that  makes  it  all  possible  on  this  year’s  budget. 

Call  us  for  literature,  a  free  consultation,  or  a  detailed  presentation  in  your 
conference  room.  Call  T800-325-1481  or  602/993-5815.  Security  Pacific. 

Seoirity  Pacific  Financial  Systems 

A  Division  of  Security  Pacific  Information  Systems,  Inc. 

Writs  20  on  Reader  Service  Card 
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Banking  Applications 


^stematlcs,  Inc.  Performs  "Blitzkrieg 
Conversion"  for  Alabama  Bank 


In  July  1985,  First  National  Bank 
of  Jasper  in  Jasper,  Alabama,  re¬ 
ceived  word  from  its  service 
bureau  that  the  bank’s  remote  pro¬ 
cessing  services  would  be  termi¬ 
nated  in  90  days.  First  National 
immediately  petitioned  for  and  re¬ 
ceived  an  additional  90-day  exten¬ 
sion  on  the  termination  date.  With 
the  clock  running,  the  bank  next 
took  on  the  formidable  tasks  of 
choosing  a  new  remote  servicer, 
acquiring  new  capture  and  transmit 
hardware  and  converting  the  bank 
to  the  new  software  selected — all  in 
six  months’  time. 

In  the  course  of  evaluating  the 
various  vendors  of  remote  ser¬ 
vices,  First  National,  with  assets  of 
$250  million,  met  with  Systematics, 


Inc.,  a  national  financial  software 
and  services  supplier  located  in 
Little  Rock,  Ark.  Dennis  Knight, 
vice  president  and  comptroller  of 
the  bank,  explains,  “What  Sys¬ 
tematics  was  able  to  propose  to  us 
was  a  unique  offering — an  offering 
unavailable  through  any  of  the 
other  vendors.  With  the  company’s 
‘Remote  Plus’  concept,  we  could 
convert  the  bank  one  last  time, 
with  the  option  in  three  years  of 
going  from  remote  to  in-house — 
running  on  the  same  software  with¬ 
out  the  hassle  of  another  conver¬ 
sion.’’ 

Both  the  bank  and  Systematics 
agree  that  the  cooperation  rendered 
on  each  side  of  the  contract  was 
astonishing.  Gwaltney  McCollum, 


Telemarketing  Tor  Insurance  and  Tinanciat  Serrices 

For  As  Little  As  $3,000,  You  Can 
Now  Put  The  200 
Most  Sueeessful  Telemarketers 
In  America 

To  Work  For  Your  Company. 


There  is  a  gold  mine  in  high  volume  sales,  of  low 
priced  products.  Or  services.  Products  and  services 
people  want,  and  need,  but  may  not  hear  about. 

I  nless.  they  hear  about  it  from  us. 

At  World  Book  Telemarketing,  you  can  put  over 
2()<)  professional  telemarketers  to  work  for  your 
company  fast,  efficiently  and  cost-effectively. 

Tor  as  little  as  S,i.000. 

Call  Peggy  Hunter  today  at  3l2-8SS-i"<).^  for 
your  free  Telemarketing  Plan  or  more  information. 

IVorld  Book  TELEMARKETING 

We  Speak  Your  Language 

V  St-r\iie  of  World  Hook.  Inc.  •  "99  Kooscccll  Koad/Kuildin)>  xry  •  (ilen  Kllxii.  II.  60 

Consumer  •  Business-to-Business  •  Direct  .Selling 
Uad  (Generation  •  Fund-Raising  •  Customer/Membership  Development 


executive  vice  president  of  the 
bank,  comments,  “With  Systema¬ 
tics’  help,  the  target  schedules  and 
deadlines  we  set  for  ourselves  were 
well  planned  and  realistic.  As  a  re¬ 
sult,  the  actual  conversion  itself 
couldn’t  have  run  any  smoother.’’ 

On  the  bank’s  side,  Knight  for¬ 
mulated  an  airtight  conversion 
schedule  with  the  assistance  of  key 
SI  remote  service  personnel. 
Knight  adds,  “What’s  interesting  is 
that  consciously  or  subcon¬ 
sciously,  we  had  already  begun 
preparing  for  this  big  move  by 
starting  to  get  our  own  bank  per¬ 
sonnel  cross-trained  in  the  various 
applications.” 

To  further  their  training,  the 
bank  operations  staff  came  to  Sys¬ 
tematics’  corporate  headquarters  in 
Little  Rock  for  five  days’  training 
in  usage  of  the  applications,  report 
generation  and  on-line  procedures. 

On  Systematics’  side,  training 
the  personnel  and  writing  the  con¬ 
version  programs  for  First  National 
constituted  only  a  part  of  the  con¬ 
version  plan.  In  essence,  Systema¬ 
tics  and  its  Little  Rock  Data  Center 
were  given  the  directive  to  build  an 
operational  bank  from  the  ground 
up. 

Says  Knight,  “The  beauty  of 
Systematics  was  that  the  company 
had  the  resources  to  assist  us  in  all 
the  ancillary  aspects  of  the  conver¬ 
sion — its  equipment  division  rec¬ 
ommended  the  hardware  and 
equipment  we  needed  to  purchase; 
it  systems  technicians  helped  us 
design  the  computer  room  and  get 
our  AT&T  telecommunications 
lines  set  up;  and  its  support  ser¬ 
vices  group  helped  us  in  the  rela¬ 
tively  new  arenas  of  cashing  Fed 
letters  and  balancing  proof  let¬ 
ters.” 

To  ward  off  any  transitional 
pains  that  can  afflict  a  bank’s  oper¬ 
ations  when  changing  servicers. 
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Wve  ^ent  45  Years 
Developiiig  Our  Good  Name 
to  Staiia  Behind  Yours. 


Travelers  Express  has  been  in  the 
mainstream  of  financial  processing 
services  for  many  years.  In  fact,  we’re 
the  largest  volume  money  order  provider 
in  the  commercial  marketplace. .  .and 
that  didn’t  happen  overnight. 

Teamwork  and  state-of-the  art 
equipment  put  us  at  the  head  of  the  class 


for  reliable  and  efficient  processing  of 
money  orders  and  official  checks. 

Official  Check  and  Money  Order 
services  from  Travelers  Express  relieve 
your  institution  of  paper  inventory  and 
storage  costs,  back  office  reconciliation, 
stop  payments,  photocopies  and  tracing. 
Our  services  also  offer  you  an  oppor¬ 
tunity  to  earn  income  for  your  financial 


institution  through  increased  balances. 

Best  of  all,  we  stand  behind  your 
institution  as  well  as  our  products.  We’re 
not  a  bank  and  don’t  compete  for  your 
customers’  attention. 

For  more  information,  contact 
Terry  Franzen,  Marketing  Manager, 
1-800-328-5678. 
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Banking  Applications,  continued 


Systematics’  LRDC  Customer 
Service  staff  did  analyses  on  First 
National’s  existing  operational 
procedures  in  the  lending  and  de¬ 
posit  areas.  Based  on  its  findings, 
Systematics  was  able  to  set  the  ap¬ 
propriate  options  in  the  parameter 
files  to  prepare  for  the  conversion. 

Two  weeks  prior  to  the  actual 
conversion.  First  National  under¬ 
went  a  “mock  conversion.’’  Steve 
Mosley,  LRDC’s  conversion 


group  manager,  explains,  “The 
mock  conversion  was  a  compre¬ 
hensive  set  of  conversion  exer¬ 
cises — ^from  capture  and  transmit, 
to  converting  their  files,  to  three 
days’  processing,  to  balancing. 
Doing  this  allowed  us  to  ready  our¬ 
selves  for  all  aspects  of  the  up¬ 
coming  conversion.  For  example, 
we  were  able  to  identify  and  then 
clean  up  those  fields  on  their  old 
files  that  didn’t  cross  over  in  the 


mock  conversion.” 

On  February  7,  1986,  First  Na¬ 
tional  underwent  the  blitzkrieg, 
“light  switch”  conversion.  In  one 
day  the  bank’s  loans,  deposits, 
proof  of  deposits  and  general  ledger 
were  converted.  First  National 
Bank  of  Jasper  and  Systematics 
shared  the  same  elation  in  recog¬ 
nizing  that  the  fruits  of  their  labor 
produced  “the  best  conversion 


Financial  Service  Firm  Banks  on  Modeling 
System  to  Manage  Profitability 


When  it  comes  to  determining  the 
profltability  of  a  $22  billion  finan¬ 
cial  institution.  New  York-based 
Marine  Midland  Bank  takes  no 
chances. 

The  importance  of  meeting  bot¬ 
tom-line  numbers  spurred  the  de¬ 
velopment  of  a  fail-safe  method  of 
examining  more  than  250  profit¬ 
making  units  on  a  monthly  basis  to 
determine  the  bank’s  long-range 
profitability. 

The  “Management  Profitability 
Process”  (MPP),  the  formal  name 
by  which  Marine  Midland’s  inter¬ 
nal  number  gathering  and  analysis 
system  is  known,  is  a  “system  to 
help  managers  at  all  levels  make 
decisions  based  on  reality,  not 
some  hunch  or  seat-of-the-pants 
feeling  about  how  things  are 
going,’’  says  Charles  Nagele, 
senior  vice  president  at  Marine 
Midland. 

Making  up  the  MPP  at  Marine 
Midland  are  three  profltability  re¬ 
porting  systems,  the  m^or  compo¬ 
nent  being  the  Contributing  Margin 
Report  (CMR),  widely  recognized 
and  applied  throughout  the  bank  as 
the  major  measure  of  organiza¬ 
tional  profltability. 

The  mechanism  used  to  produce 
the  CMR  is  the  Interactive  Finan¬ 
cial  Planning  System  (IFPS),  a  fi¬ 
nancial  modeling  and  analysis  sys¬ 
tem  from  Execucom  Systems 


Corp.,  Austin,  TX.  The  CMR,  pro¬ 
duced  on  a  monthly  basis  by  the 
Management  Profltability  Systems 
Department,  is  used  primarily  in 
the  planning  and  review  process  to 
monitor  and  measure  the  perfor¬ 
mance  of  business  units.  Currently, 
more  than  180  primary  and  50  con¬ 
solidated  CMRs  are  produced  and 
distributed  to  the  business  units  by 
the  ninth  business  day  of  each 
month. 

“We  believe  the  CMR  is  unique 
to  Marine  Midland  in  the  way  it 
presents  data,’’  says  Robert 
Pofsky,  vice  president  and  manager 
of  the  Management  Profltability 
Systems  Department  within  the  Fi¬ 
nancial  Management  Division  at 
Marine  Midland.  “While  the 
CMR’s  function  is  not  unique — 
most  large  organizations  allocate 
expenses  back  to  proflt  units — 
most  are  not  doing  it  as  we  are,  on  a 
fully  absorbed,  centralized  basis, 
whereby  the  whole  bank  folds  into 
the  proflt  units.” 

Produced  on  a  monthly  and 
year-to-date  basis,  the  CMR  con¬ 
siders  the  profltability  of  approxi¬ 
mately  250  responsibility  centers  in 
terms  of  income  and  allocated 
costs.  The  sum  of  the  earnings 
contribution  of  the  responsibility 
centers  is  equal  to  Marine  Mid¬ 
land’s  total  earnings. 

The  CMR  has  its  origins  in  the 


late  1970s,  when  the  custom- 
developed  system  was  operating  on 
a  costly  time-shared  basis.  As 
heavily  invested  as  the  bank  was  in 
the  CMR,  the  time  sharing  tab  ran 
to  approximately  $500,000  per 
year.  Since  then,  the  CMR  process 
has  been  taken  in-house  and  is  now 
resident  on  Marine  Midland’s  IBM 
3033  computer  running  virtual 
CMS  using  Execucom’s  IFPS. 

“The  reason  we  first  went  to 
look  at  other  systems  to  produce 
the  CMR  was  to  eliminate  the  time 
sharing  expense,”  says  Martin 
Cady,  vice  president  and  manager 
of  Finance’s  Technology  Center. 
“In  fact,  the  savings  represented 
by  the  time  sharing  allowed  us  to 
install  an  IBM  4341.”  In  consider¬ 
ing  the  advantages  of  bringing  the 
system  in-house.  Marine  Midland 
looked  at  over  a  dozen  software 
alternatives  from  modeling  pack¬ 
ages  to  financial  decision  support 
systems  like  IFPS,  to  application 
development  tools  such  as  Focus 
and  Ramis. 

They  selected  Execucom’s  IFPS 
primarily  because,  all  factors  con¬ 
sidered,  it  offered  the  closest  fit  to 
their  requirements.  The  primary 
requirement  was  that  the  system 
support  problem-solving  by  build¬ 
ing  easily  understood  models  of 
complicated  business  situations. 
On  the  other  hand,  there  was  no 
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BANK  ADMINISTRATION 


Where  do  financial  service 
eq)erts  go\\iien  they 
needej^ert 
financial  service? 


Before  choosing  a  provider  of  financial  services,  experts  in  financial  institutions 
usually  do  something  very  smart.  They  look  at  the  track  record. 

Union  Bank’s  record  of  service  to  financial  institutions  begins  at  the  b^in- 
ning.  It  was  the  first  bank  in  the  West  to  establish  special  banking  services  fia* 
the  Savings  and  Loan  industry  Union  Bank  was  a  pioneer  in  portfolio  re^ructur- 
ing  services  and  asset  management  products.  It  was  one  of  the  first  to  establish 
a  single  department  serving  all  financial  institutions.  And  this  early  commitment 
to  financial  institutions  continues  tod^ 

Union  Bank  has  a  reputation  tor  having  the  kind  of  people  who  can  fulfill 
this  commitment.  People  who  are  responsive,  professional  and  dedicated  to  the 
services  that  help  finiicial  institutions  grow  and  prosper. 

The  wide  range  of  services  at  Union  Bank  answers  many  of  the  needs 
of  financial  institutions  in  today’s  marketplace.  There  are  about  60  products  and 
services  in  all,  finm  advisory  and  operating  services  to  institutional  trust  and 
credit  products. 

Introducing  The  Liberty  Banking  System^ 

The  Liberty  Banking  System  is  a  prime  example  of  the  kind  of  service  Union 
Bank  offers.  It’s  the  mil-function  bilking  solution  that  uses  the  IBM*System/36 
and  allows  banks  to  meet  all  of  their  data  processing  needs  in-house.  The  benefits  it 
offers  are  numerous:  improved  customer  service,  easier  profit  analysis  and  flexibility 
to  accommodate  future  TOwth  and  additional  products.  All  of  which  add  up 
to  grater  profits.  And  the  name  Liberty  is  paracularly  apt  when  you  consider 
that  it  fiiees  banks  from  dependence  on  off-site 
processors. 

Union  Bank  has  an  impressive  array  of  products 
and  services.  But  even  more  important,  they  have 
proven  successful.  So  if  you’re  in  search  of  excellent 
financial  service,  do  what  many  experts  do. 

Look  at  Union  Bank’s  track  record. 

For  more  information  call  Financial  Institutions 
in  Los  Angeles  (213)  236-7^2. 
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A  member  of  Standard  Chartered  Group 
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Banking  Applications,  continued 


requirement  for  an  immense  data 
base. 

“We  were  looking  at  an  in-and- 
out  situation,  where  we  had  quite  a 
bit  of  data  coming  in,  but  it  wasn’t 
going  to  be  stored  for  long  periods 
of  time.  If  we  had  to  go  through  the 
evaluation  again,  I  believe  we 
would  make  the  same  decision,’’ 


Cady  says. 

IFPS  is  a  comprehensive  busi¬ 
ness  modeling  and  planning  system 
that  allows  users  to  develop  such 
applications  as  planning  and 
analysis,  budgeting,  forecasting, 
consolidation  and  reporting.  It 
combines  a  nonprocedural  model¬ 
ing  language  with  a  relational  data 


manager,  and  interrogation,  report 
writing  and  other  functions  and 
subroutines. 

“Using  IFPS  has  not  only  en¬ 
abled  Marine  Midland  to  increase 
the  size  and  scope  of  the  CMR,  it 
has  also  improved  the  cost  and 
turnaround  of  running  the  monthly 
reports,’’  says  Kevin  McKenna, 
manager  of  the  CMR  process  at 
Marine.  He  notes  that  Marine 
Midland  extracts  data  from  its 
General  Ledger  for  consolidation 
into  an  IFPS  model.  In  general, 
most  IFPS  models  (used  for  any 
application)  average  250-350  lines. 
Marine  Midland’s  CMR  model,  by 
contrast,  contains  4,000  lines  and 
supports  approximately  250  busi¬ 
ness  units  as  opposed  to  5-15  units 
under  the  previous  time  sharing 
system.  While  the  additional 
coverage  has  increased  the  abso¬ 
lute  costs  for  generating  the  CMR, 
the  bank  is  still  benefitting  by  up¬ 
wards  of  40%-50%  in  cost  by  using 
IFPS. 

The  use  of  IFPS  also  helps  hold 
the  geographically  dispersed 
Marine  Midland  regions  together, 
says  Robert  Jones,  department 
manager.  Finance.  “If  the 
Rochester  region,  for  example,  has 
to  generate  forecasts,  they  can  get 
on  a  terminal,  bring  up  IFPS, 
structure  their  files,  and  download 
to  us  for  consolidation.  There  is 
no  need  to  transfer  hardcopy.’’ 

In  addition,  the  modeling  lan¬ 
guage  of  IFPS  is  very  user  friendly, 
Jones  says.  When  substantial  revi¬ 
sions  to  the  IFPS  models  were  re¬ 
quired,  “we  could  rewrite  in  weeks 
model  programs  that  would  have 
taken  months  to  complete  in  a  more 
structured  programming  environ¬ 
ment.’’ 

It  is  clear  that  the  management  of 
Marine  Midland  considers  the 
Management  Profitability  Process 
to  be  a  pivotal  factor  in  achieving 
its  long  range  goals  in  such  areas  as 
retail  banking,  capital  markets, 
domestic  corporate  banking  and 
enriched  correspondent  (ENCOR) 
relationships.  BAI 


MAC  performance 
at  minimal  cost 


How  to  meet  US.  Tteasuiy 
Message  Authentication  requirements: 

■  With  the  option  to  buy  only  the  security  you  need.  Jones  Futurex  lets  you  add  Messj^e 
Authentication  Coding  without  buying  data  encryption.  ( If  you  need  it,  itls  available 
separately.) 

■  With  minimal  reprogramming.  Our  host  end  processor  and  easy  to  use  software  utilities 
maintain  the  integrity  of  your  existing  communication  network  software. 

■  With  a  single  vendor  solution.  We  can  provide  MAC  capabilities  for  both  remote  PCs 
and  host  computers. 

■  With  easy  installation  and  little  costly  user  retraining.  The  security  manner  just  plugs 
in  the  authenticator,  loads  keys  and  assigns  key  phrases.  The  authentication  can  be 
completely  transparent  to  the  user. 

MAC-310  PC  Message  Authenticator 

A  TVeasury  certifiable  single  board  for  the  IBM'  PC,  XT,"  AT^or  compatibles.  Hasa 
key- loading  port  and  tamper- resistant  enclosure  that  destroys  MAC  keys  if  the  board  is 
removed  or  the  steel  sleeve  is  opened.  All  for  less  than  $1,000. 

MAC-410  Host  Message  Authenticator 

A  TVeasury  certifiable  rackmount  or  tabletop  system  that  meets  Federal  Standard  1027 
specifications.  Up  to  four  communication  channels  per  unit,  allowing  simultaneous 
9,600  BPS  communications.  Stores  up  to  1,500  different  MAC  keys.  They’re  protected 
by  a  split- knowledge  master  key  loaded  by  your  managers,  which  are  automatically 
destroyed  if  the  front  panel  is  removed.  Two  pick-proof  locks  control  access  to  the 
enclosure  and  system  status  controls. 

We  think  our  products  provide  the  most  advanced  and  cost-effective  solution  to 
message  authentication  available.  See  if  you  £^e.  Simply  call  this  toll-free  number 


for  complete  information. 

Jones  Futurex  Inc. 

3079  Kilgore  Road 
Rancho  Cordova,  CA  95670 


(800)251-5112 

Outside  California 

(800)251-5111 


In  California 
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For  businesses  such  as  the  First  Interstate  Bancorp,  AT&T ACCUNET  Switched  56  Service  provides  a 
high-performance  digital  network  on  demand  as  an  economical  alternative  to  dedicated  private  line. 


When  the  First  Interstate  Bancorp 
needed  a  cost-effective  data 
transfer  service  to  complement  their 
existing  network  connecting  affiliate 
banks  and  franchise  offices,  they  came 
to  ATiScT  for  help. 

One  of  the  solutions  our  experts 
recommended  was  AT&T  ACXUNET* 
Switched  56  Service.  A  high-speed 
digital  data  transmission  service  that 
operates  on  a  dial-up  basis  over  AT&T’s 
public-switched  network  at  56  kbps 
on  demand. 

AT&T  ACCUNET  Switched  56 
Service  enables  First  Interstate  to 
increase  data  transmission  capability 
when  their  central  bank  sends  up-to- 
the-minute  account  records  to  remote 
branch  offices. 

In  effect,  ACCUNET  Switched  56 
Service  provides  First  Interstate 
with  an  extensive  digital  network  with¬ 
out  the  expense  of  full-time  private 
line  service. 

For  even  greater  cost-effective¬ 
ness,  the  service  is  usage-sensitive, 
based  on  length  of  call  and  distance. 

©1986  AT&T 


ACCUNET  Switched  56  Service 
has  also  helped  First  Interstate 
evolve  their  network  capabilities  when 
testing  new  software  or  introducing 
new  applications. 

Accuracy  is  key,  with  state-of- 
the-art  transmission  capacity  and 
design  objectives  of  99  completed  calls 
out  of  each  100.  These  high  AT&T 
standards,  plus  continued  network 
monitoring  and  maintenance,  help  to 
assure  you  of  minimal  downtime,  as 
well  as  fewer  retransmissions  due  to 
degradation  of  data. 

ACCUNET  Switched  56  Service 
can  be  accessed  in  over  40  major  met¬ 
ropolitan  areas  in  the  U.S.,  with  many 
more  locations  expected  by  year-end. 

As  for  applications,  there  are  many. 
l\  ACCUNET  Switched  56  Service 
can  be  used  for  a  variety  of  bulk  data 
transfer  applications,  as  well  as  video 
teleconferencing,  high-speed  facsimile, 
CAD/CAM,  and  more. 

“ACCUNET  Switched  56  Service 
makes  a  real  difference  in  the  way  we 
do  business,”  says  Rick  Higgins,  First 


Interstate  Executive  VP  for  Network 
Resources.  “It’s  helped  us  build  our 
reputation  as  a  lea(fer.” 

The  people  of  AT&T  can  work  with 
you  to  help  your  business  develop 
a  similar  reputation. 

For  more  information,  talk  with 
your  account  executive  at  AT&T.  Or 
call  one  of  our  sales  specialists  at 
1 800  222-0400. 

AT&T  ACCUNET  Switched  56 
Service,  part  of  the  AT&T  ACCUNET 
Family  of  Digital  Services.  Another 
reason  to  choose  AT&T. 
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Put  twenty  years  of  financial  computation  tnCTOOtO  ln8UranC8  PwiCtratlon 

experience  in  your  loan  closer’s  hands,  and  you’ll  get  With  Custom  Quotor  PIUS 

fast  accurate  results  -  guaranteed.  Every  Carleton  Automrtloelly  quote  payments  with  ctedtt 

product  is  customized  to  state  and  federal  regula-  Me  and  (fleabMtyi  and  show  cost  --v 

tions,  and  provides  full  truth-in-lending  disclosures  cllnmirwice  per  day  \ 

with  your  exact  insurance  parameters.  — - \ 

Call  Fred  Snyder  or  Ken  Solnoky  for  all  the  ^ 

facts.  They  will  help  you  choose  the  best  products  ^  ^  ia 

to  enhance  your  sales.  ^  Hi  ”  ^ 

20  Years  of  Rnancial  Solutions 

Carleton  Rnancial  Computations,  Inc.  •  1801  Commerce  Drive  •  South  Bend,  IN  46628  •  (219)  236-4630 
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Systems  &  Equipment 


Control  Data  Oftars 
Cradit  Card  Procassing  to 
Smallar  Ratallars 

“TeteMoney,”  offered  by  Control 
Data  Corp.’s  EFT  Data  Services 
unit,  provides  credit  card  authori¬ 
zation  services  to  companies  that 
need  to  authorize  as  few  as  four 
transactions  a  day. 

The  system  requires  an  authori¬ 
zation  terminal  through  which  a 
clerk  inserts  a  credit  card.  As  the 
card  slides  through,  the  terminal 
automatically  connects  the  retail¬ 
er’s  phone  to  the  Control  Data 
Authorization  Center.  Computers 
at  the  Center  signal  the  terminal 
whether  to  approve  or  reject  the 
transaction. 

'The  terminal  can  retrieve  infor¬ 
mation,  signal  expired  or  fiiaudu- 
lent  credit  cards  and  display  special 
information  in  case  of  a  problem. 


The  terminal  also  can  show  the  re¬ 
tailer  the  store’s  daily  credit  card 
balance  and  a  record  of  all  transac¬ 
tions. 
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KDS  Product  Offers 
Blackboard  and  Math 
Features 

KDS  Corp.’s  KDS3,  a  frame-based 
expert  system  shell  for  IBM-PC/ 
XT/ AT  and  compatible  microcom¬ 
puters,  offers  automatic  generation 
of  up  to  16,0(X)  rules  per  frame,  a 
frame  c£q)acity  of  256,000  facts  and 
color  graphics  that  can  be  inte¬ 
grated  without  requiring  symbolic 
programming. 

KDS3  also  offers  a  “black¬ 
board”  and  advanced  mathemati¬ 
cal  features.  Application  types 
such  as  planning  and  design  are  fa¬ 
cilitated  by  using  individual  frames 


as  specialists  dedicated  to  solving 
parts  of  a  sub-problem  while  taking 
into  account  prior  conclusions  as 
necessary.  High  precision  numeric 
comparisons  are  automatic,  using 
real  numbers  or  integers. 

Development  with  KDS3  re¬ 
quires  a  rc/XT/AT  or  compatible 
with  PC  or  MS-DOS,  512k  RAM 
and  a  numeric  coprocessor  (8087, 
80287  or  80387).  A  hard  disk  is  de¬ 
sirable  but  not  essential.  The  end 
user  requires  a  minimum  of  256k 
and  the  above  hardware,  but  the 
numeric  coprocessor  is  needed 
only  if  the  application  uses  the 
blackboard. 
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Recorder  Confirms 
Verbal  Transactions 

The  Atis  CG-100  Cassette  Re¬ 
corder  is  a  microprocessor  con- 


Carleton  Makes  Quoting  and  Closing  Easier 


Our  new 

Computerized  Autodial  System 
for  collections  is  based  on  an 
elementary  principle. 


When  you’re  in  the  middle  of  a  collec¬ 
tions  can,  you  can’t  afford  to  rely  on 
data  dowidoaded  horn  your  main- 
foame  yesterday  or  last  week.  Which 
is  why  the  new  Davox  Computerized 
Autodial  System’*  makes  so  much 
sense.  It’s  the  on-line  telemai^e- 
ment  and  reporting  system  widi  true 
3270  emulation,  giving  you  real-time 
access  to  your  mainfira^  files  at  the 
press  of  a  button. 

The  Computerized  Autodial  Sys¬ 
tem  automaticany  reviews  your  colla¬ 
tions  database  and  [daces  on  up 
to  16  lines  simultaneously.  When  a  caH 
is  answered,  it  is  forwarded  instantly— 
along  with  tte  corresponding  account 
data  display— to  one  of  up  to  10  coDec- 


tors  at  Davox  woricstations  attached 
to  the  system.  CoUectors  can  handle 
the  call  personally  or  [day  a  taped  mes¬ 
sage.  Busy  signals  ai^  no  answers  are 
posted  to  the  account  automatically 
for  can  back  at  a  later  time. 

Speaking  of  time,  another  key 
feature  of  the  Davox  C^nqxiterized 
Autodial  System  is  what  we  caU 
“automatic  paong”  of  your  outbound 
caUs.  The  system  analyzes  time-of- 
day  trends  and  average  cafl  lengths 
and  adjusts  the  rate  of  caU  [dacement 
acconfingly.  The  result  is  less  idle 
time  between  caUs  and  more  time  on 
the  line  with  customers,  thereby 
inq)iDving  your  bottom  line. 

And  Davox’s  Computerized 


Autodial  System  has  a  powerful  statis¬ 
tics  package  that  aDows  you  to  anal^ 
the  oveian  eflidency  ol  your  coUectkxi 
operation— as  weH  as  generate  conqxe- 
hensive  management  reports  cm  a  d^, 
weekly  or  monthly  basis. 

Real  time.  Not  to  mention  real 
savings.  To  find  out  more  about  just 
how  ^mentary  the  principles  of  using 
a  Davox  Conqxiteriz^  Autodial 
System  can  be,  call  Mike  Giltner, 
Product  Manager,  at  (617)  667-4455. 
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trolled,  beltless  capstan  drive  cas¬ 
sette  tape  mechanism  capable  of 
recording  on  two  channels  simulta¬ 
neously.  The  CG-lOO  can  store  up 
to  six  hours  of  recording  on  a  single 
C90  cassette.  Options  include  auto¬ 
reverse,  voice  activation  (VOX), 
internal  or  external  time  code  gen¬ 
erator,  remote  control  and  RS232 
interface. 

The  system  is  designed  for  use  in 
banks  for  recording  verbal  transac¬ 
tions,  such  as  foreign  exchange 
trades  and  wire  transfers. 

Writ*  102  on  K*od*r  S*rvic*  Cord 


Pitney  Bowes  Offers 
Mallroom  Furniture 

Pitney  Bowes’  Integrated  Mailing 
Systems  Furniture  line  offers  ta¬ 
bles,  sorters  and  a  variety  of  acces¬ 
sories  that  can  be  custom-con¬ 
figured  to  meet  a  mailroom’s  spe- 


ciHc  needs  and  can  be  reconfigured 
to  adapt  to  changing  space  and  task 
requirements. 

All  Integrated  Mailing  Systems 
tables  can  be  adjusted  for  height  in 
one-inch  increments  between  29" 
and  36",  providing  the  proper 
height  for  workers  or  specific 
tasks.  Sorters  are  available  in 
single  and  double  tiers  and  can  be 
equipped  with  locking  doors  for  se¬ 
curity.  In  addition  to  the  standard 
12"  tier  height,  an  18"  tier  height  is 
available  that  provides  more  sort¬ 
ing  capacity. 

All  the  furniture  is  topped  and 
edged  with  an  impact-resistant  lam¬ 
inate.  Table  edges  are  rounded  to 
eliminate  accidental  bumping.  The 
furniture  requires  minimal  assem¬ 
bly  and  is  available  in  seven  two- 
tone  color  combinations  to  match 
or  complement  existing  decor. 
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DrIve-Up  ATM  Gives 
Door-to-Door  Banking 

Fujitsu  Systems  of  America’s  ACT 
6100  drive-up  ATM  allows  custom¬ 
ers  to  obtain  cash  and  perform 
other  banking  transactions  in  the 
privacy  and  security  of  their  motor 
vehicles. 

The  ACT  6100  can  be  installed  in 
a  kiosk  on  a  drive-up  island  as  nar¬ 
row  as  36"  or  it  can  be  installed  in  a 
bank’s  new  or  existing  through- 
the-wall  drive-up  location. 

The  ATM’s  design  addresses  er¬ 
gonomic,  environmental  and  secu¬ 
rity  considerations  unique  to 
drive-up  installations,  including 
comfortable  access  from  vehicles, 
protection  from  inclement  weather 
and  SEife  disbursement  of  cash. 
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Enhancements  Available 
for  GL/GL  Plus  Systems 

Interactive  Planning  Systems’ 
General  Ledger/General  Ledger 
Plus  software  now  has  several  en¬ 
hancements  available,  including  a 
screen  control  option  for  setting 
screen  colors,  a  pre-trial  reconcili¬ 
ation  feature,  user  selection  of  spe- 
ciflc  transaction  details  on  trial  bal- 
ances  and  elimination  of  the 
weekend  average  update  routine. 
Users  may  also  define  month-ends 
on  a  specific  date,  as  well  as  reprint 
trial  balances  for  any  given  day. 

Other  added  features  include  a 
new  menu  option,  “Pass  Data  to 
Chart,’’  that  allows  transmission  of 
historical  data  from  another  file;  a 
new  Chart  of  Accounts  option  for 
graphics  and  an  additional  File 
Listings  to  show  monthly  income 
or  expense  for  I&E  accounts;  and 
two  new  trial  balance  options — 
legal  entity  byline  and  legal  entity 
summary — for  General  Ledger 
Plus.  A  user  adding  a  new  account 
with  the  enhanced  General  Ledger 
Plus  has  the  option  of  adding  it  to 
all  profit  centers  simultaneously. 


CONSIDER  CENTRALIZED  SHREDDING 

Allegheny  has  7  models,  shredding  from  65  to  800 
sheets  per  feed,  and  can  be  coupled  with  balers  pro¬ 
ducing  bates  weighing  between  125  and  1500  pounds. 


S 


1  YEAR  WARRANTY,  PARTS  &  LABOR 

2  DAY  IN-HOUSE  SERVICE 
OVER  30  YEARS  EXPERIENCE 
MANUFACTURED  IN  U.S.A. 

FACTORY  DIRECT  SALES  &  SERVICE 


Allegheny 

Paper  Shredder  Corporation 

Post  Office  Drawer  E 
Delmont,  PA  15626-0080 


Phone:  (412)  468-4300 
Call  Toll  Free  800-245-2497 
In  PA  Toll  Free  800-442-8056 
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A  unique,  exclusive  study  that  helps 
you  cut  throu^  the  tuibulent 
changes  occurring  within  the  wholesale 
banking  industry. 


future  banking 
The  Future  of  WhtJesale 
Etanking  explains  how  many 
Fortune  1000  corporations  view 
their  future  banking  needs,  and 
includes  discussions  on  how 
bankers  assess  this  need. 


Future 

Whplesale 

Banking 


hank  .AitminianUton  InaituU 


Focuses  on  winning  strategies 

Strategies  bankers  as  well  as 
corporate  leaders  feel  must  be 
adopted  to  achieve  that  winning 
edge  are  contained  in  this 
study  conducted  by  the  Boston 
Consulting  Group  for  BAI. 


Presents  an  inside  view  of  the  industry 

As  you  read  The  Future  (^Wholesale  Banking,  youH  learn; 


How  lending  banks  will  be 
conducting  business  in  the  future 
and  how  the  loan  sales  market  will 
evolve 

What  opportunities  wholesale  banks 
can  expect  in  the  advisory,  capital 
raising  and  trading  businesses. 


What  changes  will  occur  in  the 
competitive  dynamics  (rf  providing 
corporate  financial  services. 

What  strat^es  and  new  business 
opportunities  CFOs  (rf  corporations 
and  CEOs  (rfbanks  feel  need  to  be 
implemented  to  ensure  prosperity. 


Saves  3x>u  time 

An  Executive  Summary  accompanies  The  Future  (rf  Wholesale  Banking. 
The  summary,  designed  to  save  you  time,  interprets  the 
study’s  findings  more  quickly  —  more  easily. 

Order  today  by  catling  Bank  Administration  Institute  toil  bee: 
800-323-8552  in  Illinois:  800-942-8861 


$150  BAI  iiiembm;  $195  aonmembers.  Book  order  number  161. 
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and,  when  a  new  profit  center  is 
added,  the  user  may  automatically 
open  all  accounts  in  that  center. 
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Software  Prepares  Y-9 
Reports 

Distributed  Planning  Systems  of¬ 
fers  Y-9-REP0RTER  I,  a  software 
program  designed  to  automate  the 
preparation  of  the  bank  holding 
company  consolidated  financial  re¬ 
ports  required  by  the  Federal  Re¬ 
serve  Board. 

The  Y9-REPORTER  I  software 
prints  out  all  schedules  in  a  format 
that  is  accepted  for  submission  by 
the  Federal  authorities.  The  pack¬ 
age  produces  the  FR  Y-9  C— Con¬ 
solidated  Financial  Statements  for 
Bank  Holding  Companies,  the  FR 
Y-9  LP — Parent  Company  Finan¬ 
cial  Statement,  and  the  FR  Y-11 


Q — Consolidated  Financial  State¬ 
ment  of  Nonbank  Subsidiaries. 

The  system  runs  on  the  IBM- 
PC/XT/AT  and  all  compatibles. 
Most  common  dot-matrix  printers 
are  supported,  and  complete  audit 
trails  are  provided  at  all  stages  of 
data  entry. 
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Company  R^uvenates 
Existing  Intercom  Systems 

Talk-A-Phone  Co.  replaces 
drive-up  intercom  equipment  in 
one  day’s  time  by  placing  new 
equipment  into  existing  drive-ups. 

Banks  using  Talk-A-Phone 
equipment  have  the  option  of  using 
a  vehicle  detector  or  installing  an 
intercom  where  the  customer  or 
teller  activates  the  system.  With  a 
vehicle  detector,  the  teller  is  auto¬ 
matically  alerted  to  the  arrival  of  a 


vehicle.  Where  Talk-A-Phone  au¬ 
tomation  equipment  is  used  in  a 
single  station  situation,  neither 
customer  nor  teller  need  touch  the 


equipment.  Talk-A-Phone  automa¬ 
tion  systems  turn  themselves  on 
and  off  upon  arrival  and  departure 
of  customer  vehicles. 

In  banks  where  a  vehicle  detec¬ 
tor  is  not  employed,  the  teller  can 
activate  the  system  by  depressing  a 
button.  Customers  alert  the  teller 
by  means  of  a  pushbutton  in  the 
drive-thru  aisle. 
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AFI/Datatrol  Offers  POS 
Transaction  Terminal 

The  Model  8611  transaction  termi¬ 
nal  from  AFI/Datatrol  is  a  com¬ 
pact,  soft-programmable,  autodial, 
credit/check  terminal. 

The  8611  has  built-in  autodial 
and  manual  answer  modem — FCC 
registered  (Bell  103  compatible,  full 
duplex).  Concurrent  dialing  allows 
the  dialing  sequence  to  proceed  as 
data  is  being  entered  and  collected 
by  the  terminal  for  the  transaction. 
Line-in-use  detection  prevents  the 
terminal  from  attempting  to  dial  if 
another  connection  to  the  same  line 
is  utilizing  the  line.  Automatically 
“rolls  over”  to  secondary  number 
when  primary  not  available.  Speed 
dialing  allows  the  terminal  to  es¬ 
tablish  a  connection  which  is  used 
for  voice  authorization.  Ten  pre¬ 
programmed  phone  numbers  can 
be  stored  in  the  terminal  and  ac¬ 
cessed  by  depressing  the  DIAL  key 
and  selecting  a  number  from  0-9. 


The  Right  Information  In  The  Right  Place 


Our  records  organization  techniques  can  help  you  make  sure  of  com¬ 
pliance  with  regulations  and  policy.  Those  techniques  will  speed  up  exam¬ 
inations  by  helping  you  make  sure  the  right  information  is  in  the  right  place. 

For  example,  we  can  develop  custom  designed  folders  printed  with 
procedure  specifications  and  check  lists  to  verify  compliance,  along  with 
your  bank’s  name  and  logo. 

In  addition,  folder  indexing  to  meet  your  needs  organizes  information  for 
reference  speed  and  accuracy. 

Let's  talk.  Call  Patrick  Lieser . . .  our  Vice  President  of  Marketing. 


This  customized  folder  pro¬ 
vides  a  printed  check  list, 
plus  dividers  for  required 
documents. 


Indexing  organizes  infor¬ 
mation  within  folder, 
coordirtated  with  printed 
schedule  on  front. 


Preprogrammed  parameters  are 
available  for  the  following  net¬ 
works:  McDonnell  Douglas  Corp. 
Payment  Systems/TYMNET; 
NDC/Telenet;  Visa;  Sears  Payment 
Systems;  J.  C.  Penney  Payment 
Systems.  Check  guarantee  param¬ 
eters  are  available  for  Telecheck, 
Telecredit  and  JBS. 

The  8611  has  extensive  self-diag- 
nostic  capabilities  for  determining 
the  status  of  keyboard,  display 
screen,  cardreader  and  memory 
contents.  A  32k  EPROM  holds  the 
operating  system  and  application. 
Communication  buffer  and  param¬ 
eter  storage  are  held  in  8k  of  bat- 


Indexed  dividers  organize  and  con- 
solidate  information  within  folder. 

For  more  informatiort  and  a  FREE  Filing  System  Survey 
Call  1-800-222-4873  —  In  Ohio:  1-800-321-4196 
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tery  protected  RAM.  Five  distinct 
fraud  control  procedures  are  avail¬ 
able  for  use. 
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Dmvl€m  Intermixes  Xerox 
Paper  Lengths 

Users  of  Xerox  1090  Marathon 
copiers  can  now  get  a  simple  de¬ 
vice,  called  a  Spacer  Block,  to  use 
with  the  copier’s  sheet  insertion/ 
chapterization  feature.  The  block 
allows  copies  on  different-size 
paper  to  be  made  in  a  single  run. 


Developed  by  Xerox  Corp.’s 
Customized  Applications  Service 
(CAS),  the  Spacer  Block  is  inserted 
into  the  paper  tray  holding  the 
shorter  paper  stock.  The  device 
“fools”  the  1090  into  sensing  that 
both  paper  trays  have  the  same 
length  p^r. 
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Dual-Color  Copiers 
Designed  for 
Low-Volume  Users 

Canon  U.S.A.,  Inc.  offers  two 
low- volume,  dual-color  copiers — 
the  NP-2000  Series. 

The  NP-2015  and  2015F  each 


employ  two  developer  units— one 
built-in  black  toner  unit  and  a  sec¬ 
ond  interchangeable  color  toner 
(CT)  unit  in  red,  blue,  brown  or 
green — offering  users  a  choice  of 
colors  at  the  touch  of  a  key. 

Canon’s  NP-2015F  comes 
equipped  with  a  semi-automatic 
document  feeder  for  statement-  to 
ledger-size  originals.  Copying  vari¬ 
able  size  originals  onto  uniform- 
size  copies  is  made  possible  by  the 
NP-2015F’s  automatic  reproduc¬ 
tion  ratio  feature. 

Both  copiers  offer  a  wide  range 
of  zoom  ratios — 64%  to  142%— 
adjustable  in  1%  increments.  Four 
pre-set  ratios  are  also  provided  to 
make  copies  at  64%,  75%,  121%  or 
142%  of  original  size. 
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Culllnet  Enhances 
IDMS/R 

Cullinet  Software,  Inc.  offers  en¬ 
hancements  to  its  mainframe  data¬ 
base  management  system,  IDMS/R. 

IDMS/R  10.2  includes  the  capa¬ 
bility  in  its  Online  Query  System 
(OLQ)  to  execute  Structured 
Query  Language  (SQL)  syntax  for 
retrieval  ft'om  IDMS/R  data  tables. 
In  addition  to  support  for  the  SQL 
SELECT  command,  OLQ  will 
support  the  ability  to  run  data  re¬ 
trievals  in  batch  mode.  Signiftcant 
report  output  formatting  and  func¬ 
tional  ease-of-use  enhancements 
are  also  included  in  the  new  re¬ 
lease. 

The  new  release  supports  IBM 
multi-processing  mainframes,  al¬ 
lowing  users  to  take  advantage  of 
the  dyadic  and  quadratic  process¬ 
ing  capabUities  available  on  these 
systems.  The  benefits  to  users  are 
said  to  include  more  computing 
power,  better  response  times  and 
higher  overall  system  performance. 

IDMS/R  10.2  also  takes  advan¬ 
tage  of  enhancements  to  IBM 
operating  system  software.  The 
new  release  extends  support  of 
MVS/XA.  AU  on-line  compilers  and 


run-time  systems  for  Cullinet’s 
Application  Development  System 
(ADS)  and  on-line  Integrated  Data 
Dictionary  (IDD)  compilers  will 
run  in  virtual  storage  above  the  16 
megabyte  line.  OLQ  will  also  run 
above  the  16  megabyte  line. 

For  the  DOS/VSE  SP  2.1.1 
operating  system  environment, 
IDMS/R  10.2  supports  cross¬ 
address  space  communication  for 
IDMS-DB/DC  operations.  This 
facilitates  the  sharing  of  a  single 
copy  of  IDMS/R  by  on-line  and 
batch  operations  and  provides 
better  utilization  of  system  re¬ 
sources. 

IDMS/R  10.2  includes  many 
additional  performance  enhance¬ 
ments.  Among  the  many  new  tech¬ 
nical  improvements  are  enhanced 
buffer  management  techniques, 
improved  methods  of  handling 
large  database  lock  tables,  en¬ 
hanced  program  loading  and  im¬ 
provements  to  input/output  driv¬ 
ers. 
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Encoder  Personalizes 
Checks 

National  Business  Systems  Inc.’s 
Model  7100  Check  Encoder  is  a  mi¬ 
croprocessor  controlled  printing 
system  for  personalizing  and  en¬ 
coding  checks  and  other  financial 
documents  at  decentralized  loca¬ 
tions. 


Specifically  designed  as  a  pre¬ 
encoding  machine  for  machine 
readable  code  lines,  the  7100  will 
print  up  to  six  lines  of  alphanu¬ 
meric  text  or  data,  including  branch 
name  and  address,  in  virtually  any 
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and  qualifies  for  insurance  under 
ISO’s  Classification  C. 

The  unit  also  provides  protection 
against  fishing  and  trapping,  and 
comes  with  a  card  access  control 
system  to  guard  against  unautho¬ 
rized  use.  A  valid  card  must  be  in¬ 
serted  before  access  to  the  inner 
door  can  be  obtained.  An  ATM/ 
Depository  interface  is  available 
which  will  provide  time  and  date 
information  for  every  deposit 
made. 
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ited  back  office  capabilities,  it  pro¬ 
vides  complete  information  stor¬ 
age,  information  reporting  and 
transaction  initiation;  and  3)  for 
banks  with  partial  back  office  au¬ 
tomation,  processing  and  storage  of 
data  can  be  divided  between  the 
host  and  ACTION2000  Cash  Man¬ 
agement  Plus. 

The  system  operates  on  Tandem 
fault-tolerant  computer  systems. 
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format  on  form  sizes  from  4.7"  x 
11.7"  long  and  2.3"  x  5.1"  high.  All 
known  code  lines,  in  MICR  (EBB 
or  CMC7)  and  OCR  “A”  and  “B”, 
can  be  produced  in  a  print  quality 
which  is  compatible  with  present 
scanning  equipment  requirements. 

The  unit  has  two  keyboards,  one 
for  code  line  information  and  one 
for  alphanumeric  text.  Two  large 
32-character  displays,  which  show 
all  manually  or  automatically  en¬ 
tered  information,  warn  of  misop- 
eration  or  when  a  change  of  ribbon 
is  required.  An  optional  Magnetic 
Card  Reader  can  be  built  into  the 
7100  to  provide  a  fast,  accurate 
method  of  account  number  re¬ 
cording. 
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Feature  Enhanced 
Capabilities 

Davox  Corp.’s  Series  4900/5900 
workstations  add  extensive  win- 


MTech  Releases  Cash 
Management  System 

MTech’s  Financial  Software  Divi¬ 
sion  has  released  ACTION2000 
Cash  Management  Plus,  an  in- 
house  information  reporting  sys¬ 
tem. 

According  to  the  company,  the 
system  provides  three  alternatives 
to  the  delivery  of  fee-based  ser¬ 
vices:  1)  For  banks  with  a  fully 
automated  back  office,  it  provides 
a  secure  gateway  for  customer 
transaction  requests  and  report 
generation;  2)  for  banks  with  lim¬ 


Deposltory  Features 
Compact  Design 

Mosler’s  “American  C-100’’  De¬ 
pository  is  a  free-standing  auto¬ 
matic  deposit  system  that  incorpo¬ 
rates  the  head,  chute  and  deposit 
safe  into  one  system. 

The  C-100  has  a  TL-15  listing 
from  Underwriter’s  Laboratories 


Learn  how  to  position 
your  bank  profitability 
forPOS. 


and  is  certified  to  be  equivalent  to 
Standard  for  Safety  771 — Night 
Depository  Systems.  In  addition, 
the  unit  exceeds  the  basic  require¬ 
ments  of  the  Bank  Protection  Act 


Rnd  out  what  financial  institutions, 
noerchants  and  consumers  said  in  the  most 
comprehensive  POS  survey  ever  conducted. 


■  Read  about  the  demographics  and  attitudes  of  current  and 
interested  POS  users. 

■  Find  out  the  role  ATMs  and  credit  cards  play  in  the 
development  of  POS. 

■  Discover  the  effect  of  POS  on  other  methods  of  payment. 

■  Cover  the  economic  issues  surrounding  POS. 


Cost  of  this  two-volume  survey  is  $95  for  BAI  members,  $145  for  nonmembers. 
For  more  information,  or  to  place  your  order,  call  BAI’s  customer  service 
toll-free,  800-323-8552  or  in  Illinois  800-942-8861. 
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asynchronous  and  voice  features 
available  in  current  Davox  Series 
1900  workstations.  The  Series  4900 
offers  a  green  or  amber  mono¬ 
chrome  display,  while  the  Series 
5900  has  a  AH  color  display. 

The  workstations  are  68000- 
based,  provide  512k  bytes  of  mem¬ 
ory  and  interface  to  a  Davox  clus¬ 
ter  network  via  existing,  twisted¬ 
pair  wiring — “DavoxNet” — or  via 
coaxial  cable.  All  Davox  worksta¬ 
tions  feature  16  “Smart  Buttons” 
that  provide  single-key  access  to 
diverse  data  resources  and  sin¬ 
gle-key  implementation  of  voice/ 
data  tasks,  such  as  autodialing  of 
phone  numbers  directly  from  a 
mainframe  screen. 
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Stratus  Offers 
Removable  Disk  Drive 

Stratus  Computer,  Inc.  offers  a 
user-serviceable/portable  high¬ 
speed  disk  drive  for  the  entire  line 
of  the  company’s  Continuous  Pro¬ 
cessing  computer  systems. 


An  access  control  system  from  Synergistics  is  like  having 
a  watchdog  with  the  mind  of  a  computer.  That’s  because  our 
approach  to  access  control  is  based  on  synergy — where  the  whole 
is  greater  than  the  sum  of  the  parts. 

Here’s  how  it  works.  No  matter  what  your  particular  applica¬ 
tion  may  be — vault  or  safe-deposit  areas,  computer  room,  central 
information  file,  accounting  or  ATMs — you  need  a  system  designed 
to  do  more  than  keep  people  out.  You  n^  a  system  designed  to 
keep  you  in  control.  A  synergistk:  system  that  combines  the  vigilance 
of  a  watchdog  with  the  record-keeping  and  reporting  capabilities  of 
a  computer. 

The  result?  An  access  control  system  that  tells  you  who 
was  where,  when  and  for  how  long.  A  system  that  keeps  the  right 
people  in  and  the  wrong  people  out.  And,  a  system  that  acts  as  a 
deterrent  to  ernployee  theft  or  record  destruction.  In  short,  a  Syner¬ 
gistics  system  isn’t  just  a  security  device,  it’s  a  management  tc^. 

If  ^’re  wondering  how  an  sux^ess  control  system  could  act 
to  protect  ycMjr  Bank,  call  Synergistics  for  complete  information  on 
the  world’s  most  intelligent  watchdog. 


The  Model  D201  drive  consists 
of  an  8"  151M  Winchester  drive  en¬ 
cased  in  a  portable  metal  carrier. 
The  disk’s  high-speed  characteris¬ 
tics  promote  rapid  on-line  transac¬ 
tion  processing. 

Up  to  eight  carriers  (duplexed) 


3  Erie  Drive,  Natick,  MA  01760  •  (617)  655-1340 


In  fact,  they  help  make  even 
the  biggest  check  and  document 
recording  operations  small 
change.  Because  just  about 
nothing  else  beats  the  economy, 
reliability,  and  image  quality  of 
Canon  Rotary  Filmers. 

From  the  compact  RF  500  to 
the  650-check/min.  multiformat 
RF  800DDS  with  optional  14-digit 
coding,  each  one  gives  you  the 
advantages  of  superior  Canon 
optics  and  document  feed  systems. 
So  you  can  keep  a  sharp  image 
without  costly  overlaps  and  jams. 
And  when  you  want  the  security  of 
immediate  film  processing,  the 
RF  700P  duplex  microfilmer  and 


automatic  processor  can  deliver 
fully  developed  and  dated  film  in 
record  time. 

So  keep  recording  expenses 
in  check  without  gambling  on 
image  quality.  By  banking  on  the 
high-speed  reliability  of  Canon 
Rotary  Filmers.  It’s  quite  a  small 
investment  for  such  a  big  payoff. 
And  your  operations  will  be  bank¬ 
able  in  every  sense  of  the  word. 


For  more  information,  check 
the  Yellow  Pages  for  your  nearest 
authorized  Canon  dealer.  Or  call 
toll-free  1-800-453-9000,  and  ask 
for  Canon  Micrographics. 

- - - - - - ^ 

Csnon  Inc.,  McfOQrapMcsDIvWon  * 
PO  Box  619865.  D/FW  Airport.  1exas  75261  | 

□  Please  send  me  more  inlormation  on  Canon's  ■ 

full  line  of  Rotary  Filmers.  i 

□  Please  send  me  information  on  the  M  hne  of  ■ 

Canon  micrographics  equipment  j 

□  Please  have  a  salesperson  contact  me  ■ 


CITY 

BA  0287 

Products  featured:  (clockwise  from  top)  RF  500, 
RF  700P.  and  RF  800DDS  with  SQF  300 


Canoif 

MICROGRAPHICS 


ROTARY  FILMER 


Making  the  very  best  out  of  a  smaN  thing. 

Canon  U.S.A.,  Inc.,  New 'ybrkOllice/Headquarters:  One  Canon  Plaza.  Lake  Success.  NY  11042  Atlanta  Office:  562SOal(braok  Parkway.  Norcrass.QA  30093  Chicago  Office:  100  Park  Blvd..llasca.lL  00143 
Dallas  Office:  3200  Regent  Bfvd.,lnnng,TX  75063  Los  Angeles  Office:  123  Paularino  Avenue  East.  Costa  Mesa.  CA  92626  Canon  Government  Marketing  Center  5701  General  WMhinglon  Drive.  Alexandria.  22312 

Canon  Canada,  Inc.,  Headquarters:  6390  Dixie  Road,  Mississauga.  Ontario  L5T 1P7  Calgary  Office:  282816th  Street,  N.E..  Calgary.  Alberta  T2E  7K7 

eitescwioiusx.inc 


HEnioy  easy  extended  payments 

With  the  Canon  Oedrt  C^.  Ask  for  details 
at  participatmg  Canon  dealers  and  retaders 
AvadableonlytnU& 
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can  be  housed  in  a  single  54*  ex¬ 
pansion  cabinet  that  attaches  to  the 
processing  module. 

The  new  drive  complements  the 
Stratus  hardware-based  approach 
to  fault  tolerance.  Self-checking 
hardware  constantly  monitors 
drive  performance.  If  a  drive  re¬ 
quires  service,  it  automatically 
povivrs  down,  and  the  drive’s  du¬ 
plexed  partner  maintains  Continu¬ 
ous  Processing  without  interrup¬ 
tion  or  performance  degradation. 

Wrif  miito«4tr$«rviwC«irJ 

Slgner/Burstsr  Systems 
SpMd  Document 
Processing 

The  Model  930A  CheckSigner/Im- 
printer  from  Martin  Yale  Indus¬ 
tries,  Inc.,  signs  SVi*  or  T  checks. 
The  Model  811 A  CompuSigner 
signs  ir  letters  or  BVs*  checks. 
Both  feature  key  control,  snap-in 
signature  plates,  LCD  counter  with 
memory  and  tractor  feed  with 
automatic  last  check  shut-off. 

The  Model  970A  Burster  now  in¬ 
cludes  W  margin  slitters.  Burst  up 
to  3-part  carbon-interleaved  forms, 
or  slit  and  burst  single-ply  form 
lengths  from  V/f  to  1 1”  and  widths 
up  to  15*. 

The  Model  980  Control  Stand  is 
an  infrared  control  system  that 
automatically  synchronizes  burster 
speed  to  signer  speed  for  simul¬ 
taneous  signing  and  bursting. 
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Bank  Sacracy  Act 
Currancy  Transaction 
Raporting  Softwara 
Introducad 

The  “Comply  CTR”  Currency 
Transaction  Reporting  System  is 
designed  to  provide  flnancial  insti¬ 
tutions  with  a  comprehensive 
means  of  complying  with  the  Bank 
Secrecy  Act’s  requirement  that 
banks  report  cash  transactions  of 
more  than  $10,000  to  the  IRS. 

Developed  by  Atchley  Systems, 


Raadar  Sarvica  Indax 
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ATM^POS 

DieboM,  Inc . 37 

Fujitsu  Systems  of  America,  Inc. . 33 

IBM  .  14 

Plus  System  .  1 

Btaneh  Automation 

NCR  Corporation— Financial 
Systems  Division .  5 


Checka/Nsm  Prooeeslng 

American  Bank  Stationery  Company  ...  18 


BeN  &  Howell  Company-Business 

Equipment  Group  .  4 

CanOT  U.S.A,  Ina . 30 

Micr-Shield  C^nany . 35 

PitneyBowes . 32 

Consultants 

Teco  Technologies,  Inc . 11 

World  Book  Telemarketing . 21 

Data  Prooessing 

Computer  Power,  Inc.  .  19 

Eastern  States  . 36 
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BankMark,  Inc. . 31 

Educational  Programs  A  Semliwra 

UtOewood,  Shain  &  Co .  9 

Financial  Servicea 

L  F.  Rothschild,  Unterberg, 

Towbin,  Inc .  2 

Union  Bank . 23 


Inc.,  Comply  CTR  runs  in  the  IBM 
mainfirame  environment,  and  pre¬ 
pares  the  Currency  Transaction 
Report  in  either  printed  form  or 
magnetic  tape  and  automatically 
prepares  the  CMIR  in  printed  or 
magnetic  tape  form. 
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Mall  Processing  System 
Designed  Specifically  for 
Banks 

The  8335  Bank  Statement  Process¬ 
ing  System  from  Pitney  Bowes  is 


Raader 

Sarvica 
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Forma/Forma  Managament 
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Security 
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Corporation  . 27 

Carleton  Financial  Computations, 
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Syctama 
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Management  Products  Division  . 10 

Security  Pacific  Financial 
Systems  . 20 
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Travalors  Chacka/Money  Ordara 
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AT&T .  16 
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designed  specifically  for  medium- 
volume  DDA  (checking  account) 
processing.  The  electronic,  stand¬ 
alone  system  offers  several  unusual 
features  that  reduce  the  possibility 
of  jamming,  misfeeding  and  other 
processing  errors  that  can  create 
downtime  in  inserting  operations 
and  damage  documents:  The 
straight-line  paper  path  keeps  enclo¬ 
sure  materials  traveling  one  di¬ 
rection,  virtually  eliminating  op¬ 
portunities  for  jamming;  pre-jam 
sensing  wires  guide  the  material 
(Continued  on  page  70) 
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(Valid  until  May  31 , 1 987) 


For  fast  processing,  please  provide  the  following  information; 

1 .  Type  of  Institution  2.  Asset  Size 

1  _ Commercial  Bank  A _ Over  $1  Billion 

2  _ Savings  &  Loan  B _ $500  to  $999  Million 

3  _ Mutual  Savings  Bank  C _ $100  to  $499  Million 

4  _ Finance  &  Investment  Co.  D _ $50  to  $99  Million 

5  _ Other,  please  specify  E _ Under  $50  Million 


3.  Your  title: 

1  _ President/Chairman/CEO  5 _ Cashier/Corp.  Secretary/ 

2  _ Senior  VP/Executive  VP  Auditor/Xreasurer/Controller 

3  _ Vice  President/Officer  6 _ Other,  please  specify 

4  _ Assistant  VP/Dept.  Manager  _ 

4.  Your  area(s)  of  responsibility/interest: 

A _ Asset/Liability  I _  Investments/ 

Management  Cash  Management 

B _ Correspondent  Banking  J _  Lending 

C _ Credit/Debit  Cards  K _  Marketing 

D _ Data  Processing  I _ Operations 

E _ Electronic  Banking  M _  Security 

F _ General  Management  N _  Telecommunications 

G _ Human  Resources  O _  Trust 

H _ Insurance 

5.  Your  purchasing  authority: 

1  _ Recommend  3 _ Approve 

2  _ Specify 

6.  Reason  for  inquiry: 

A _ Immediate  Need  C _ General  Interest 

B _ Future  Need 

7.  Do  you  subscribe  to  Bank  Administration? 

1 _ Yes  2 _ No 


February  1 987  (Valid  until  May  31 , 1 987) 


For  fast  processing,  please  provide  the  following  information; 

1.  Type  of  Institution  2.  Asset  Size 

1  _ Commercial  Bank  A _ Over  $1  Billion 

2  _ Savings  &  Loan  B _ $500  to  $999  Million 

3  _ Mutual  Savings  Bank  C _ $100  to  $499  Million 

4  _ Finance  &  Investment  Co.  D _ $50  to  $99  Million 

5  _ Other,  please  specify  E _ Under  $50  Million 

3.  Your  title: 

1  _ President/Chairman/CEO  5 _ Cashier/Corp.  Secretary/ 

2  _ Senior  VP/Executive  VP  Auditor/Treasurer/Controller 

3  _ Vice  President/Officer  6 _ Other,  please  specify 

4  _ Assistant  VP/Dept.  Manager  _ 

4.  Your  area(s)  of  responsibility/interest: 

A _ Asset/Liability  I _  Investments/ 

Management  Cash  Management 

B _ Correspondent  Banking  ’  J _  Lending 

C _ Credit/Debit  Cards  K _  Marketing 

D _ Data  Processing  I _ Operations 

E _ Electronic  Banking  M _  Security 

F _ General  Management  N _  Telecommunications 

G _ Human  Resources  O _  Trust 

H _ Insurance 

5.  Your  purchasing  authority: 

1  _ Recommend  3 _ Approve 

2  _ Specify 

6.  Reason  for  inquiry: 

A _ Immediate  Need  C _ General  Interest 

B _ Future  Need 

7.  Do  you  subscribe  to  Bank  Administration? 

1 _ Yes  2 - No 
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A  MAIUNO  SySIEM  FOR  PEOPLE 
DEIERMHEDID  MAKE  Mono* 
EASIER  THAII THB)  SPEND  n 


The  Pitney  Bowes 
Modular  Mailing  System 
increases  your  mailroom  capacity 
economically,  one  step  at  a  time. 

Our  6200  Modular  Mailing  System  can  save  you 
the  cost  and  aggravation  ot  replacing  mailing  equipment  each 
time  your  mailing  needs  change.  : 

Just  add  teatures  to  your  system  whenever  it's  practical. 

That  way,  as  your  business  takes  off.  your  mailroom  expenses  won't. 

For  a  big  increase  in  mail  volume,  upgrade  to  '  an  automatic  teeder.  For 
increased  package  volume,  you  have  the  option  of  2  a  strip-tape  unit  or  a  roll-tape 
unit.  For  accurate  weighing,  add  3  an  electronic  scale  and  stand.  And  to  avPid 
trips  to  the  post  office,  add  ■>  our  exclusive  P^7Sr/1G£.^//0//£  postage  meter. 

Call  1-800-MR.  BOWES  (1-800-672-6937),  ext.  240.  Or  write  to  Pitney  Bowes. 


9802  Pacitic  St..  Stamford.  CT  06926-0700. 


Pitney  Bowes 
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along  the  entire  processing  path  to 
avoid  mutilated  documents;  com¬ 
mand  feed/friction  separation  and 
double-document  detectors  ensure 
one-at-a-time  document  feeding; 
clear  safety  shields  cover  all  moving 
parts  and  allow  materials  and  pro¬ 
cessing  to  be  monitored;  and 
face-up  feeding  provides  the 
operator  a  chance  to  monitor  mate¬ 
rials. 


operator  selectable  automatic 
functions  for  the  debit  and  credit 
keys,  reduce  keystrokes  and  the 
need  for  multiple  programs. 

Other  new  features  of  the  7760- 
1200  include  improved  handling  of 
credit  entries,  reverse  entries,  float 
encoding  and  enhancements  in 
journal  print  legibility. 
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In  addition,  the  8335  can  process 
truncated  statements  (statements 
without  checks),  Lundy  Mae  strips 
(bank  identification  tapes  attached 
to  the  bottom  of  checks),  taped 
checks  and  other  nonstandard 
pieces.  It  also  comes  with  a  high- 
capacity  stacker  to  hold  up  to  1 ,000 
completed  envelopes. 

Other  features  of  the  8335  system 
include  overcount  and  mismatch 
controls,  automatic  feed  control  for 
multiple-page  documents  and 
single-control  side  guide  adjust¬ 
ment. 
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NCR  Upgrades 
Single-Pocket  Proof 
Encoder 

NCR  Corp.’s  new  single-pocket 
proof  encoder,  the  NCR  7760-1200, 
is  said  to  provide  greater  speed  and 
control  than  the  NCR  7760-1100 
while  maintaining  complete  pro¬ 
gram  compatibility. 

The  7760-1200  features  improved 
control  features,  including  the  op¬ 
tion  to  perform  batch-level  proof 
for  single  item  deposit  batches. 
Operational  enhancements,  such  as 


System  Combines  Access 
Control,  Proximity 
Reader 

Continental  Instruments  Corp.’s 
Card  Access  100  is  now  available 
with  the  company’s  HandsFree 
Proximity  Reader. 

Continental’s  HandsFree  Prox¬ 
imity  Access  Control  System  al¬ 
lows  card!  dders  to  gain  access 
without  ever  touching  their  cards. 
Users  need  only  walk  up  to  within 
28"  of  the  door.  Available  card  en¬ 
coding  techniques  for  the  Card- 
Access  100  include  a  choice  of  in¬ 
frared,  magnetic  stripe  and  Wie- 
gand-effect. 


The  CardAccess  100  controller 
will  monitor  and  control  up  to  four 
doors  and  3,600  cardholders.  It  also- 
provides  15  access  levels  and  four 
weekly  time  zones.  Each  of  the  ac¬ 
cess  levels  may  be  defined  to  in¬ 


clude  any  or  all  doors.  Each  time 
zone  may  be  programmed  by  the 
user  to  authorize  access  for  a  flexi¬ 
ble  weekly  schedule. 

Options  include  a  keypad  at  a 
reader  at  which  a  Personal  ID 
Number  (PIN)  must  be  entered 
before  access  can  be  made  even 
with  an  authorized  card.  A  hostage 
alarm  and  anti-passback  control  is 
also  offered. 
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Printer  Complements 
"Pinnacle"  System 

ISC  Systems  Corp.’s  new  5920 
Printer  is  designed  for  use  with  its 
“Pinnacle”  system.  Providing 
desk-top  versatility,  the  5920  is 
light,  durable,  compact,  and  de¬ 
signed  to  accomplish  a  variety  of 
workstation  tasks. 

The  5920  prints  120  CPS  in  draft 
mode,  or  25  CPS  in  correspon¬ 
dence-quality  mode.  It  prints  ex¬ 
panded,  compressed,  emphasized, 
doublestrike,  italics,  superscripts 
and  subscripts.  The  printer  also  ac¬ 
commodates  cut-sheet  paper  and 
features  a  tractor  feeder  that  can 
handle  a  variety  of  fanfold  paper 
widths. 

In  addition,  the  printer’s  ribbon 
cartridge  snaps  in  and  out  for  quick 
changes,  and  a  user-replaceable 
print  head  helps  assure  service-free 
operation. 
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Group  3  Fax 

Speeds  Communication 

The  OMNIFAX  9S,  a  program¬ 
mable  facsimile  system  for  large- 
volume  users,  has  been  introduced 
by  Telautograph  Corp. 

The  system  may  be  used  to  send 
and  receive  loan  application  forms, 
signature  verifications,  overseas 
communications,  titles  and  other 
mortgage  documents  and  photo¬ 
graphs  and  diagrams. 

A  Group  3  facsimile,  the  unit 
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Fujitsu’s  ACT  1000 
cash  dispenser  is  the 
reliable,  cost-effective 
solution  for  off- 
premise  applications. 


Like  all  Fujitsu 
ATMs,  the  ACT 6000 
through-the-wall  full- 
function  ATM  is 
designed  and  tested  to 
the  industry’s  toughest 
standards. 


The  ACT 4000  lobby 
ATM  features  front  or 
rear  service,  and 
options  like  color 
graphics  and  voice 
guidance  to  enhance 
user-friendliness. 


The  ACT 6100 
drive-up  ATM 
can  be  installed  either 
through-the-wall  or  on 
an  island.  It  offers 
easy  access  to  drivers 
of  vehicles  from  sports 
cars  to  full  size 
pickups. 


The  top  line 
for  your  bottom  line. 


FUJITSU  SYSTEMS  OF  AMERICA.  INC. 

12670  High  Bluff  Drive,  San  Diego,  CA  92130,  (619)  481-4004 
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earnings  management  system  in¬ 
clude:  A  “flexible”  chart  of  ac¬ 
counts  that  permits  users  to  add  or 
delete  accounts  at  will;  user-de¬ 
fined  subtotals  to  accommodate 
both  detail  and  summary  level  re¬ 
porting;  on-line,  real-time  forecast¬ 
ing;  a  simplified  series  of  forecast¬ 
ing  techniques  and  the  addition  of 
an  unrestricted  regression  analysis 
routine;  and  additional  discrete 
maturity  gaps  beyond  one  year  to 
accommodate  both  static  and 
dynamic  gap  reporting. 

TEMS  II,  Version  3.0  runs  on 
IBM  and  IBM-compatible  micro¬ 
computers  with  a  minimum  of  640k 
RAM  and  a  lOM  hard  disk.  Other 
recommended  peripherals  include  a 
color  monitor,  a  wide  carriage, 
near  letter-quality  printer  and  a 
graphics  plotter. 
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features  four  transmission  modes 
and  a  one-megabyte  memory  op¬ 
tion.  Users  may  dial  and  transmit 
to  up  to  32  pre-programmed  sta¬ 
tions  by  pressing  one  button,  and 
up  to  100  stations  may  be  accessed 
using  two-digit  abbreviated  codes. 


Advanced  optical-character-read 
(OCR)  FAXCARDS  enable  auto¬ 
matic  operation  of  system  func¬ 
tions  without  individual  keypad 
programming.  The  re-usable  cards 
may  be  coded  with  both  standard 
“marks”  and  numerals  to  auto¬ 
matically  perform  almost  all  opera¬ 
tions  immediately  or  at  specified, 
delayed  times. 
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Verifier  Positively 
Identifies  Customer 

Mag-Tek  has  announced  PIN- 
PAL,  which  enables  institutions  to 
securely  identify  customers  at  the 
teller  window  through  the  use  of  an 
ATM  card.  Compatible  with  major 
algorithms — DES  and  Diebold — 
PINPAL  is  easily  customized  with 
an  institution’s  algorithm  informa¬ 
tion  and  card  parameters  via  a  spe¬ 
cial  program  card  created  on  the 
Mag-Tek  Card  Activator  or 
MCAT. 


Paper  Shredders  Boost 
Security 

Paper  shredders  available  from 
Martin  Yale  Industries,  Inc.  ensure 
security  as  they  shred  confldential 
documents  into  wide  strips 
(Model  709S  UltraShred  I)  or  Vaz"  x 
“A#"  particles  (Model  7()9CC  Ul- 


JKH&CO  Releases 
Enhanced  TEMS  11 

JKH&CO  (J.  Keith  Hughey  &  Co., 
Inc.)  has  released  TEMS  11,  Ver¬ 
sion  3.0. 

New  features  of  the  enhanced 


traShred  II).  Both  models  have 
buUt-in  shred  containers  and  are  on 
casters  for  easy  portability. 


Save  on  Motor  Bank  Carriers:  Call  800-332-1231 ! 


BankMark,  Inc.  offers  you  a  broad  range  of  high  quali¬ 
ty.  durable  replacement  carriers  for  any  pneumatic 
system  at  tremendous  savings.  BankMark  replace¬ 
ment  carriers  are  ideally  suited  to  Diebold.  LeFebure. 
Mosler.  Hamilton  and  any  other  drive-up  system.  And 
each  carries  a  90-day  Factory  Warranty! 

For  more  information  or  to  receive  a  free  copy  of  the 
new  fully-illustrated  BankMark  Brochure  call  your  local 
BankMark  dealer  or  call  the  new  BankMark  Hotline  at 
800-332-1231  or.  in  Illinois,  call  312/394-8877. 

BankMark,  Inc. 

108  N.  Hickory  Ave.,  Arlington  Heights,  IL  60004 
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The  PINPAL  increases  security 
and  familiarizes  customers  with  the 
use  of  cards  and  PINs. 
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Systems  &  Equipment,  continued 


Model  7098  UltraShred  I’s  speed 
is  43  FPM.  It  has  a  capacity  of  one 
to  10  sheets,  with  an  overall  size  of 
14x14x29. 

Model  709CC  UltraShred  II’s 
speed  is  22  FPM,  with  a  capacity  of 
one  to  10  sheets.  Its  overall  size  is 
the  same  as  UltraShred  I. 
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Free  storage  space 
for  companies  on 
their  way  up. 


Any  records  management  system  that  saves 
floor  space  saves  you  money— \X's  that  simple! 
And  patented  STAXONSTEEL®  drawer  filing 
units  from  Fellowes  save  money  by  using  free 
storage  space  you  already  have— all  the  way  to 
the  ceiling!  STAXONSTEEL's  unique  self-stacking 
design  builds  a  filing  system  in  the  smallest 
possible  floor  area  while  using  every  available 
inch  of  space  above  it.  The  more  free  air  space 
you  use,  the  lower  your 
storage  costs! 

And  that's  just  the 
beginning!  STAXONSTEEL 
costs  less  to  start.  Combining 
the  economy  of  specially 
treated  corrugated  fibre- 
board  with  the  structural 


strength  of  steel— it's  both  cost-effective  and 
durable.  Self-stacking,  steel  framework  goes 
floor-to-ceiling.  Drawers  open  and  close  smoothly, 
year  after  year... even  the  bottom  drawersi 
Use  all  your  free  air  space  and  save  money 
with  high  density  STAXONSTEEL  filing  systems 
from  Fellowes.  Contact  your  office  products 
dealer  or  write  Fellowes  now!  We  grow  when 
you  grow. .  .all  the  way  up! 


FELLOWES 

MANUFACTURING  CO.^ 

1789  Norwood  Avenue,  Itasca,  IL  60143 
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How  long  should  you  keep 
records?  Find 
out  with  the 
/VflV  Records 
Management 
Handbook! 

Write  now 
for  your 
FREE  copy! 
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The  Original 
Magnetic 
Ink  Remover 

•  Lowest  G>stPBr 
dean  G)rrection 

•  MoreOxTecHons 
Rer  Bottle 

•  Unlimited  Shelf  Life 

•  Over  24  ^Bors  of 
Satisfied  Customers 

Kbur  one  Stop 
source  for: 

Document  Carriers, 
M.LCR.  Correction  Labels, 
Extended  dear  Bands, 
Batch  Wrap”  and 
"Blue  Label"" 
Magnetic  Ink  RemcMer 

mMicr- 
ShieM' 

Write  for  free  sem^es  end  infanwgiiener  cel  ceBect: 
RO.  Bee  449S,  Wiosiex.  Aroono  BSOOS 

(Mn)254-«93a 
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Brochures 


CintomlMd  Training.  Companies 
interested  in  training  tailored  to 
their  specific  needs  have  a  refer¬ 
ence  resource  in  literature  from 
Markinetics  Inc.  The  brochure  in¬ 
cludes  a  brief  training  rationale  and 
summary  of  experience  by  indus¬ 
tries,  audiences,  topics  and  for¬ 
mats. 

Markinetics  Inc.  specializes  in 
developing  customized  training  to 
fit  each  client’s  specific  needs.  The 
brochure  lists  customized  training 
experience  in  areas  including  sales 
skills,  interpersonal  skills,  tele¬ 
communications  and  finance. 
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Bullot-Rgslstlvg  Barrimrs.  Die- 
bold,  Inc.’s  full  line  of  bullet-resis¬ 
tive  barriers  is  described  and  illus¬ 
trated  in  a  four-page,  full-color  bro¬ 
chure. 

The  literature  depicts  windows, 
doors,  wickets,  package  receivers 
and  other  products  that  provide 
protection  for  a  company’s  em¬ 
ployees  and  assets,  and  increase 
customer  confidence  without  visual 
obstructions  or  distractions. 
Diebold’s  standard  bullet-resistive 
products  meet  medium-power 
small  arms  requirements  as  stipu¬ 
lated  by  Underwriters’  Laborator¬ 
ies.  Higher  ratings  are  also  avaU- 
able. 

The  brochure  explains  that 
Diebold  bullet-resistive  windows 
provide  the  requested  degree  of 
protection  while  allowing  person¬ 
nel  a  full  view  of  security-sensitive 
areas,  and  Diebold  bullet-resistive 
doors  are  available  with  options 
such  as  door  closers,  peep  holes, 
electrically  operated  strikes,  gun 
ports  and  voice  ports. 
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Computar  Forms  Catalog. 

Three-day  in-plant  service  on  stan¬ 
dard  forms  and  five-day  in-plant 
service  on  most  custom  forms  is 
being  offered  by  Deluxe  Computer 
Forms  in  the  company’s  new  com¬ 
puter  forms  catalog. 

The  catalog  offers  a  range  of 
standard  and  custom  checks  and 


forms  that  are  compatible  with 
more  than  400  software  programs. 
Featured  are  checks,  invoices, 
statements  and  accessory  prod¬ 
ucts,  including  stationery,  binders, 
labels,  index  cards,  presentation 
paper,  green  bar  computer  paper 
and  word  processing  paper.  Also 
included  is  a  “helpful  hints’’  sec¬ 
tion  that  provides  tips  and  infor¬ 
mation  on  using  computer  forms. 
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Security  Glazing.  Cadillac  Plas¬ 
tic  and  Chemical  Company’s 
“LEXGARD  Laminates”  bro¬ 
chure  discusses  applications  for 
polycarbonate  security  glazing. 
The  four-color  publication  details 
the  benefits  and  properties  of 
“LEXGARD”  Laminates,  “LEX- 
AN”  Sheet  and  combination  mate¬ 
rials  of  “LEXGARD”  and  bullet- 
resisting  glass.  Photos  illustrate  the 
bullet-resisting  properties  of  LEX¬ 
GARD  versus  acrylic  or  glass 
alone. 
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Filing  Products.  A  32-page,  full- 
color  photographic  guide  from 
Barkley  Filing  Systems  presents 
filing  efficiency  products,  including 
folders,  guides,  pockets  and  X-ray 
jackets. 
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Powor  Distribution  Products. 

A  four-color  bulletin  from  Displex, 
Inc.,  illustrates  and  describes  a 
power  tap  with  six  service  outlets 
and  a  finger-tip  controlled  power 
director.  Both  are  designed  for  use 
with  computers  and  electronic  de¬ 
vices. 

Text  and  photographs  explain 
the  operating  features  and  con¬ 
struction  details  of  each  unit,  and 
how  they  utilize  surge  protection 
and  noise  filtering  components  to 
obtain  clean,  steady  power.  A  chart 
giving  complete  mechanical,  elec¬ 
tronic  and  electrical  specifications 
is  also  provided. 
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Executive  Opportunities 


The  employment  positions  offered 
here  are  carried  without  charge  as  a 
service  to  the  membership.  Bank 
Administration  Institute  and  The 
Magazine  of  Bank  Administration 
cannot  accept  responsibility  for  the 
statements  made  in  the  listings.  This 
column  is  intended  for  use  by  banks 
seeking  job  candidates,  and  entries 
from  individuals  cannot  qualify. 
Replies  to  these  listings  should  be 
addressed  to  the  box  number  indi¬ 
cated,  The  Magazine  of  Bank  Ad¬ 
ministration,  60  Gould  Center, 
Rolling  Meadows,  Illinois  60008. 


2703.  Vice  President  and  City  Ex¬ 
ecutive/Cincinnati,  Ohio— Aggres¬ 
sive,  rjq)idly  growing  independent 
bank  is  seeking  a  commercial  loan 
ofiHcer  who  has  interest  in  transfer¬ 
ring  his/her  credit  and  calling  skills 
to  retail  managers.  Truly  out¬ 
standing  salary  and  benefits.  For¬ 
ward  resume  and  salary  require- 
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ments  in  confidence.  An  Equal  Op¬ 
portunity  Employer. 

2702.  Texas  bank  has  an  opening 
for  a  highly  qualified  international 
banking  officer.  Individuals  re¬ 
sponding  to  this  requirement 
should  be  expert  in  foreign  ex¬ 
change  transactions  between 
Mexico  and  the  United  States 
under  present  Mexican  government 
guidelines,  have  extensive  knowl¬ 
edge  of  Mexican  banking  regula¬ 
tions  based  on  practical  experi¬ 
ence,  have  management  experience 
in  a  top  ranked  Mexican  bank,  have 
resided  in  Mexico  at  least  ten  of  the 
last  15  years,  and  must  be  fluent  in 
both  oral  and  written  Spanish.  The 
successful  applicant  will  be  ex¬ 
pected  to  develop  banking  rela¬ 
tionships  with  qualified  Mexican 
companies;  and  establish  policies 
and  procedures  for  conducting  fi¬ 
nancial  transactions  between  the 
employer  and  Mexican  flnancial  in¬ 
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stitutions,  such  as  brokerage 
houses  or  government  controlled 
banks.  Salary  for  the  position  is 
$45,000  annually.  Applicants  can 
apply  at  the  Texas  Employment 
Commission,  Laredo,  Texas  or 
send  resume  to  the  Texas  Em¬ 
ployment  Commission,  TEC 
Building,  Austin,  Texas  78778,  J.O. 
#4640366.  As  paid  for  by  an  Equal 
Opportunity  Employer. 

2701.  Loan  Administration  Man¬ 
ager — Northeast  Texas  bank  seeks 
experienced  loan  administrator  to 
manage  department.  Minimum  5 
years  in  banking;  2  years  as  a  su¬ 
pervisor.  Accounting  degree  desir¬ 
able.  This  is  a  key  position  in  our 
bank.  Send  resume  in  confidence. 

1702.  Branch  Manager/Adminis¬ 
trator — Progressive  independent 
bank,  based  in  Piedmont  North 
Carolina,  seeks  experienced  indi¬ 
vidual  with  proven  skills  in  branch 
administration.  Must  be  experi¬ 
enced  in  full  range  of  banking  ser¬ 
vices,  including  commercial  and 
consumer  lending,  business  de¬ 
velopment,  etc.  Must  have  excel¬ 
lent  oral  and  interpersonal  skills. 
Send  resume  and  salary  history  in 
confidence.  An  Equal  Opportunity 
Employer. 

1701.  Internal  Audit  Consul¬ 
tant — $7.6  billion  Midwest  bank 
seeks  two  aggressive  bank  audi¬ 
tors/examiners  to  join  our  internal 
audit  consulting  division.  This  is  a 
unique  opportunity  for  audit  pro¬ 
fessionals  who  seek  to  eliminate 
travel  requirements  and  desire 
more  control,  autonomy  and 
creativity  within  their  career.  Our 
positions  combine  traditional  audit 
and  internal  control  consulting  re¬ 
sponsibilities  designed  to  stream¬ 
line  operations.  Ideal  candidates 
will  possess  a  business  degree  and 
14  years  audit  experience  prefer¬ 
ably  in  a  financial  institution  or 
government  regulatory  agency. 
Excellent  benefits  including  relo¬ 
cation  assistance  and  a  salary 
commensurate  with  experience. 
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Make  The  strategic  Move 
To  Maximize  Your  Bank  Card  Profits.. 
Move  To  EASTERN  STATES. 


Innovative  data  processing  and  electronic  communication^ 
services  for  financial  institutions. 

Lar^e  enough  to  mc^et  any  challenge... flexible  enough 
to  mcH't  the  smallest  need. 


For  complete  information,  telephone  Mr.  Philip  E.  Sattler.  Senior  Vice  President  Marketing, 
at  1-800-645-2034  and  in  New  York  (516)  488-1500,  ext.  5448. 
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It  takes  money  to  make  money, 
but  in  the  case  of  our  new 
Everywhere  Teller  Machine  (ETM), 
it  doesn’t  take  a  lot. 

Our  ETM’s  price  is  in  line  with 
your  thinking,  your  budget, 
your  plans  to  raise  revenues 
by  putting  your  services  within 
reach  of  more  people  in  more  locations. 
What  it  does  is  dispense  cash,  transfer  funds,  give 
account  balances  in  shopping  malls,  convenience 
stores,  supermarkets,  hospitals,  work  locations  — 
everywhere. 

In  sum,  this  terminal  offers  basic  services  and 
generates  income  in  locations  you’ve  had  to  ignore 
because  they  couldn’t  support  an  ATM  investment. 

K  goes  where  you  want  to  go. 

The  1060  ETM  has  an  extra-small  footprint.  That,  plus 
putting  cash  close  to  their  customers,  appeals  to 
retailers.  And  they’re  easy  to  install  which  means  you 
can  use  them  temporarily,  seasonally  —  move  them 
wherever  your  customers  are. 


And  when  customers  walk  up  to  these  ETMs  they’ll 
feel  comfortable  because  of  Diebold’s  familiar  "face , 
with  a  reader-friendly  CRT  screen  that  leads  them 
through  each  transaction. 

Plenty  of  cash  for  everyone. 

Although  compact,  Diebold’s  new  Everywhere  Teller 
Machine  holds  up  to  3,100  new  notes.  In  most  cases, 
they  require  replenishing  just  once  a  week  —  even  in 
busy  locations. 

And  small  as  they  are,  these  affordable  ETMs  incor¬ 
porate  that  modularity,  strength  of  design  and  caliber  of 
security  which  are  synonymous  with  the  name  Diebold. 
Ask  for  a  presentation. 

Your  Diebold  representative  can  easily  show  you  the 
benefits  of  our  new  Everywhere  Teller  Machine  and 
its  exciting  price  —  one  that’ll  make  it  easier  for  you 
to  offer  more  services  to  more  people  in  more  places. 

For  further  facts,  contact  your  local 
Diebold  office  or  Diebold,  Incorporated,  RO.  Box  8230, 
Dept.  9-79,  Canton,  Ohio  44711,  (216)497-5014. 
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